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STOKES PRESIDENT 
OF PEOPLES’ NATIONAL 


Former Chairman of the Board Suc- 
ceeds Late Louis S. Amonson as 
Company’s Head. 


“ALLEY UNDERWRITING MANAGER. 


| Other Officers Re-elected—Company 
Now Showing Steady and Sub- 





stantial Progress. 
} 
Hon. E. C. Stokes, a former governor | 
of New Jersey, and chairman of the} 
board of directors of the Peoples Na-| 
s tional Fire, of Philadelphia, ever since 
Sits organization, was unanimously 
chosen president of the Company at a 
Hepecial meeting of its directors held on| 
» Tuesday. 
At the.same time Henry T. Alley was | 
»reelected secretary, with entire charge 
of the underwriting department. 
Col. R. B. Beath continues as vice- | 
ppresident, and J. M. Canning as treas- | 
purer. 
» Mr. Stokes, who succeeds the late 
Touis S. Amonson in the presidency of 
Sthe Peoples National, is unusually well 
mown in political, banking and indus- 
Mrial circles in New Jersey. In all lines 
nef effort he has been a progressive of 
Mthe desirable type, his enterprise and 
Mgeression being tempered with sound 
usiness sense. As a consequence his 
Seounsel is widely sought and usually 
ollowed in the various fields in which 
p is particularly active. 
| He has been a prominent factor in 
he management of the Peoples Na- 
Mional since its launching, having es- 
ial charge of its financial affairs. 
Mr. Stokes, moreover, was chairman of 
e committee that reorganized the 
usiness of the Company early last 
ar, and called to the underwriting 
fepartment the present efficient head, 
. Alley. Under the direction of the 
ter the practices of the Company 
With respect to business were radically 
itered, with the result that a profit, 
stantial and steady has been made 
Wer since. 
»With the present staff of officials the 
feoples National should steadily forge | 
the front and prove all that its or- | 
hizers hoped for it. 





i-Annual Figures of Fidelity-Phenix, 


The July 1st statement of the Fidel- 
“Phenix Fire, of New York, presents 
p following totals: Assets, $14,306,- 
; liabilities, $10,685,879; net surplus, 
520,982. The unearned premium re- 
ves is $7,134,847; losses in process 
ladjustment, $501,324; all other claims, 
9,708; reserve for contested liabili- 
other than losses, $250,000; cash 
tal, $2,500,000. 


RECTORY OF DEPARTMENTS 
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CE OE CTE: | | 


THE HOME 


INSURANCE COMPANY. 


NEW YORK 





Fire, Lightning, Windstorm, Automobile, 


Parcel Post, Tourists’ Baggage, Marine, 
Sprinkler Leakage, and Registered 
Mail Insurance 


Avoids controversies and disagreements if practicable; if not, 
pacifies or reconciles if possible; rectifies if justifiable, and 
never fights in court if preventable. 


ELBRIDGE G. SNOW, President 


bes 





Entered United States 
1866 


North British 
and Mercantile 


Established 1809 


Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 











halty & Surety ............ 16 


An Eastern Company desires to con- 
tract with three men who had 
experience in handling territory and 
producing business. Salary positions to 
the right men. Territory—Illinois, 
Ohio and Indiana. Full Information 
in first letter. Address, Organizer, 


have 


Care THe Eastern UNDERWRITER, 


105 William Street, New York City. 











$3.00 a Year; l5c. per Copy 


PRELIMINARY STEPS 
| FOR MUTUALIZATION 


Appraisers Appointed by Chancellor 
Discuss Preliminaries—Question 
of Eligibility. 


MINORITY 


IN APPEAL TO COURT. 


They Would Set Aside Decision as to 
Constitutionality—Appraisers Meet 
September 22. 


ppointed last 
of appraising the 
of the stock of The Prudential in 
accordance with t "nir 
mutualization 
held Mond 


act 


ime day, I 
lders who have 
the efforts to 
took an appe 
n the decision 
| who held that t 
| mutualization was 
‘ constitutional. 
The three app 
William M 
| Smith, Jr. met in the 


| Fort, 


| 
| Prudential and afte 


John 


time for their next n ing 
W. H. Hotchkiss of Counsel. 

Edward D. Duffield, gens 
for The Prudential, and 
Hotchkiss, former insurance 
sioner of New York appeare 
Company and Merritt Lanse 

he interests of the | 
the Company 

The appeal filed at T 

» the Court of Errors and Ap} 
entire proceedings looking 
mutualization of the Comy 
ing the constitutionality of the act of 
last winter under which the order <« 
the chancellor was made 

When the case was before the chan- 
cellor a doubt was expressed by counsel 
for The Prudential as to whether an ap- 
peal to a higher court would lie. It was 
during the argument 


winter piaced 


that 
the act of last exclusive 
control of the mutualization in the 
hands of the chancellor and that there 
fore his jurisdiction was final 

Chancellor Walker, himself, express- 
ed the view that the entire proceedings, 
including the constitutionality of the 
act, the order appointing appraisers and 
all other circumstances pertaining to 
the mutualization were subject to re- 
view by the court of last resort. This 
view also was taken by the stockhold- 
ers of The Prudential who are repre 
sented in the appeal by Pitney, Hardin 
& Skinner. 

Those Who Appeal. 

Stockholders who joined in the appeal 

jare Leon F. Blanchard, Julius F. Rip- 


suggested 
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pel, Frederick H. Cumming, R. V. 
Adams, Joseph R. Mueller, Clarence W. 
Alling, John Illingworth, Mathew T. 
Gay, Jessie A. Rae, Cheslar Robotham, 
Nellie Bond Osborne, executrix for 
Riley W. Bond, E. Clinton Searles, in- 
dividually and as trustee for Cora M. 
Macon and Harold N. Searles, Filmore 
Condit, Wainwright Ripley and Elma 
CC. Mennen. 

Before proceeding with organization 
the appraisers listened to Mr. Hardin 
who declared he had been informed of 
the meeting by Mr. Duffield, this morn- 
ing. Mr. Hardin said: 

“There is no reason why I should be 
here except to bring to your attention 
the appeal that has been filed to the 
order under which you have been ap- 
pointed, and to protest against your 
proceeding at all under that order on 
account of such appeal having been 
taken. 

“And if you are unwilling to note 
that protest, I desire also tu have it 
understood that just now 1 am assum- 
ing the appraisers are disinterested 
persons within the meaning of such 
term, and if I should afterward learn 
that I am wrong in that assumption I 
should wish it understood that I have 
not waived any right to object to the 
acting of the appraisers or any one of 
them on that account.” 

Mr. Johnson replied to Mr. Hardin: 

“I think it is fair,” he said, “to say 
that as one of the appraisers I am will- 
ing to take the oath required by the 
erder and fix a date for the hearing, 
and with the idea that further action 
of the appraisers will be taken at that 
time. Of course, if the appeal acts as 
a stay, we will not proceed until the 
appeal is determined.” 

While Mr. Hardin did not go into de- 
tails as to his thoughts upon the dis- 
interestedness of the appraisers, it is 
said there is a question in the minds 
of Mr. Hardin and Robert H. McCarter, 
who is associated with him in the fight, 
as to the eligibility of one or more of 
the appraisers. As the law requires 
that appraisers be disinterested persons 
this has been taken by some lawyers 
tu mean that a policyholder could not 
act as an appraiser. It was with this 
thought in mind, it is believed, that 
Mr. Hardin wanted it known that he 
was waiving no right to raise the ques- 
tion later. 





CASE NOW OUT OF CHANCERY. 





Columbus Securities Action against 
Standard Life Dismissed—Case 
Still Before Referee. 





In the suit of Henry J. West, receiver 
in bankruptcy for the Columbus Securi- 
ties Company against William B. Call, 
Standard Life Insurance Company and 
others, an order was signed by Vice 
Chancellor Leaming last week dismiss- 
ing the suit. 

The order was made on the consent of 
counsel for all the parties in interest. 
This practically amounts to a discon- 
tinuance of this phase of the financial 
troubles of the middle western banking 
eoncern which is now in the bankruptcy 
courts. 

Referee Ott, for some time has been 
holding hearings in the bankruptcy case 
against the Columbus Securities Com- 
pany and the suit in Chancery arose 
over the question of ownership of cer- 
tain stocks and bonds in which the 
bankrupt concern is vitally interested. 
The hearings in the case will likely 
continue for some months longer as 
the attorneys have experienced no 
little difficulty in locating the assets of 
the company which at the close of last 
year were estimated to be $2,000,000. 





Not Writing Group Insurance. 





The Pacific Mutual Life states that it 
has not entered the field for group in- 
surance, nor has it any present inten- 
tion of doing so. 


SAYS AWAKENING I NERDED 


JOHN |. D. BRISTOL TALKS PLAIN. 





In Address Before Life Underwriters 
at Indianapolis He Flays Prac- 
tices of “Part-timism.” 





John I. D. Bristol, manager of the 





New York City agencies of the North- | 
western Mutual Life, was the chief | 


guest and speaker at the meeting of the 


Life Underwriters Association of In- | 
diana, held at the Denison Hotel, In- | 
dianapolis, last week. Mr. Bristol, who 
is the head of what is regarded as 
being in several respects the greatest 
general agency in the world, has been 
a pioneer in numerous life insurance 
agency reforms and his subject at the 
Indianapolis meeting was “The Need | 
ot a Life Insurance Awakening.” Mr. 
Bristol said: 

“I picture to you, the ideal agent, as 
the chief factor associated with the 
imperative need of a great life insur- 
ance awakening: He comes only after 
a world of effort on your part, for the 
promising new agent to-day is a rarity 
indeed. The one that I am now intro- 
ducing to you, is of the highest type. 
He is eminently qualified by magnifi- 
cent perceptives and intellectual 
powers, to take in and absorb all of 
the intricate problems of the business 
of life insurance. He has great apti- 
tude, and a facility of agreeableness 
with strangers that tends to make him 
an ideal salesman. He is a most pro- 
nounced judge of human nature, and a 
rare intuition enables him to know 
with unerring certainty, just what argu- | 
ments to employ in seeking to obtain 
an application. He has a moral nature 
which creates the integrity and love 
of truthfulness that all life insurance | 
men should possess. Added to all of 
this, he has the untiring energy, com- | 
bined with rare executive qualities, that 
are ever the foundation of success. 





| 
| 
This Agent a Treasure. | 

“We look upon this new agent as a} 
treasure indeed, as a man capable of | 
assimilating all of the facts that we 
can impart and all the life insurance | 
education that we can give, and we are | 
not disappointed in this, for he has | 
the capacity to absorb them all. We 
anticipate the future record that this 
man will establish, realize his benefi- 
cial influence upon other men of our 
general agency, and encourage him 
with mention of the income that will, 
in all probability, accrue from his 
work. 

“At last he is ready for the field and 
meets his first $50,000 case. By the 
force of his personality, his genius, his 
earnestness, his enthusiasm and his 
convincing truthfulness, he has at last 
converted a hitherto pronounced ap- 
ponent of life insurance, to one of its 
most enthusiastic advocates. There is 
every probability of our new agent’s 
first application being written. He is 
elated with that joy that is the parent 
of enthusiasm, and is invited to call 
the day after to-morrow, with every 
prospect of the case being closed at 
that time. 

“During the interim, an incident oc- 
curs that is as destructive to the evo- 
lution of new agency work, as it is 
universal in the business of life in- 
surance. The probable applicant has 
been approached by his bookkeeper, 
given full information as to commis- 
sions, and shown how a very large pro- 
portion of the first premium can be 
saved. Folowing this, the bookkeeper 
telephones to the gen al agent, to 
the effect that he is thinking of taking 
up the business of life insurance, and 
has his first risk to place. The general 
agent telephones the best that he can 
do, and—shortening the story—with the 
last vibration of the telephonic dia- 
phragm, all evidence of another 
wretched rebate crime hag faded into 
nothingness. 

“The new agent makes his call, 





J. S. RICE, President 


JANUARY FEBRUARY 
1910 $388,500 $436,000 
1911 627,400 600,400 
1912 709,290 714,521 


1913 1,093,900 


April 30, 1913 


GREAT SOUTHERN LIFE INSURANCE COMPANY 


HOUSTON, TEXAS 
PROGRESSIVE PROSPERITY 
Applications Received 


1,050,600 1,514,650 
COMMENCED BUSINESS NOVEMBER 1, 1909 


GROSS ASSETS 


Dec. 31, 1909 $655,004.93 $992,000 
Dec. 31, 1910 * 1,057,016.02 5,352,260 
Dec. 31, 1911 1,128,912.85 10,057,028 
Dec. 31, 1912 1,306,689.41 14,859,856 


1,382,690.46 
For Agency Contracts address 


O. S. CARLTON, Vice-President, Houston, Texas 


J. T. SCOTT, Treasurer 


ome APRIL iTOTAL 
655,585 1,135,150 $3.018.835 
777,800 1,026,300 $3,227,911 


1,800,125 — $5,459,275 


INSURANCE IN FOR 
(paid-for basis) - 


17,537,689 








The State Life Insurance Company 


INDIANAPOLIS 
Net The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’”’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 








dividend record has good 





A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








iearns what life insurance ‘helperism’ 
is, and, with a saddened heart and a 
grand courage, very promptly de- 
cides that a business which tolerates, 
if, indeed, it does not actually encour- 
age such practices, is not for him. 
One new agent, thus driven from the 
business by the part-time bookkeeper, 
is, in reality, worth more to the busi- 
ness of life insurance than all the 
‘helpers’ in the United States. This 
life insurance tragedy is being enacted 
day by day all over this country, with 
the inevitable result of a sifting out 
of the honest agents among new men, 
and the retention of the undesirable 
element everywhere. 

“Think of it for a moment: Besides 
the bookkeeper, there are the entry 
clerk, the cashier, the floorwalker, the 
janitor, the elevator man, the porter, 
the proprietor of the bootblack stand, 
the fire insurance man, the real estate 
agent, the plate glass agent, and even 
the barber—all constantly interfering 
with the work of regular men! These 
men I denounce as the Petty Thieves 
of life insurance; and I emphatically 
denounce as the Master Thieves, the 
general agents who have anything to 
do with these life insurance parasites. 
And we feel a supreme pity for the ab- 
normal mental and moral condition of 
all officers of companies, who by their 
direct or indirect encouragement of 
helper work have retarded the develop- 
ment of life insurance salesmanship 
ability in this great land of ours, at 
least a half a century. Fifty years! 


Twenty-five of it in degrading the busi- 
ness and the necessity of twenty-five 
more to render it everywhere a business 
of educational exclusiveness. And the 


necessity of the helper in the small 
towns is another fallacy.” 

Mr. Bristol here went into an extend- 
ed argument to prove this point: 


Detrimental to Agency Work. 

“Looking at ‘helperism’ and part-time 
work from any and all points of view, 
we must conclude that it is everywhere 
detrimental to all phases of higher 
agency work. Of what use is it, to go 
through the long and weary process of 
educating new men, with innumerable 
interviews, explanatory letters and the 
constant seeking of new and encourag- 
ing data, if these new agents must 
eventually do as part-time men do, or, 
retaining their manhood, be at the 
mercy of part-time destroyers of all that 
is honest in agency work? 

“Most of these part-timers are 
agents for a day. They write but one, 
or, at the most, but few applications. 
Their business does not legally or 
morally constitute a life insurance 
agency, and they are everywhere be 
littling the dignity and interfering with 
the work of the agent qualified by 
years of experience and study to pre 
sent life insurance at its best. And 
then, too, these part-timers are fair 
weather agents. They stand in the way 
of the regular agent when times are 
good and applications easy to obtain; 
but, when panic and failure stalk 
through the mercantile centers of the 
land, when the plea for additional life 
insurance is not a welcome sound, and 
the educated and intelligent agent has 
a worried look, ‘the ‘helpers’ are not 80 
much heard from. They are then pay- 

(Continued on page 7.) 
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CROPS THE REAL BAROMBTER 


BARRIER AGAINST HARD TIMES. 





Writer in Moody’s Magazine Points 
Out the Effect of Agriculture 
Upon Business. 


\ writer in Moody’s Magazine— 
James H. Brookmire, in an article enti- 
tied “Financial Forecasting,” states that 
crop conditions provide the barometer 
the best recording business pulse of the 


nation. Summing up his arguments, he 
gays: 

“(1) Crops are the dominant factor 
in determining the trend of business 
and security values; (2) large crops 
iend to stimulate business activity and 
increase the earning power of corpora- 
tions, thereby enhancing security val- 
ues; (3) owing to our defective banking 
system, however, it sometimes happens 
that the marketing of a large crop 
causes such a strain on banking credit 
as to precipitate liquidation of securi- 
ties and a reaction in business, and the 
country will never be able to realize 
fully the benefits which should result 
from abundant agricultural prosperity 
until our currency system is reformed 
along sound lines; (4) the crop outlook 
positive influence upon business 
and the stock market from the season 
of spring planting until the time of crop 
maturity in the fall, after which it 
sometimes becomes a negative factor 
in the stock market owing to its influ- 
ence upon banking conditions; (5) the 
merchant and investor alike must be 
keen observers of crop conditions from 
April until September.” 

How Crops Affect Business. 

\s to why and how crops affect busi- 

ness, Mr. Brookmire says: 


ic a 


“Crops affect business by: (1) Di- 
rectly determining the ability of the 
farmer to buy factory products, his an- 
nial purchasing power through crops 
amounting to about $9,000,000,000; (2) 
by indirectly determining the amount 


erchandise which persons employed 
in manufacturing and mercantile lines 
and all other non-agricultural pursuits 
can purchase, for if they must pay high 
for food there will be less to 
spend for merchandise, and vice versa; 
3) by determining the earnings of the 
railroads, for railroad traffic largely 
consists in hauling farm products or 
merchandise to be exchanged for farm 
cts, and since the crops largely 
determine the ability of the railroads 
to buy new equipment and make im- 
provements, it follows that crops thus 
iudirectly determine the degree of pros- 
perity in the iron and steel business, 
which is the basic industry of the coun- 
try. Thus it is evident that activity in 
transportation, iron and _ steel, hard- 
ware, textiles and all other lines of 
finds its stimulative source 
its fountain-head—in the agricultural 
harvests of the country. Prosperity 
fundamentally depends upon the condi- 
tion of the soil, and the business men 





roau 


business 


of this country always adjust their com- 
mercial commitments to the prospects 
cf the harvests to a greater extent than 
to any other one factor.” 

Making Failures Impossible. 

Assuming the writer has “hit the nail 
on the head,” the life insurance solicit- 
or is left without any basis of fact in 
the excuse of “hard times,” for the 
reason that what might be termed 
“crop failure” is almost an impossibil- 
ity in this country. Features may de- 
velop which will prevent the recording 
of a “bumper crop,” but an average 
crop is practically assured; in fact each 
year, by reason of the work of National 
and State agricultural departments, the 
possibility of a crop shortage is becom- 
ing more remote. 

The nine billion dollar mark above 
referred to may be counted as secure. 
What does it mean to a nation to have 
such an abundance of new wealth each 
year? Men who appreciate what it 
means will refuse to join the ranks of 
calamity howlers, and render a good 
account of each day spent in business. 


VALUE OF BUSINESS INSURANCE. 


Death of Springfield Merchant in Wreck 
Shows Its Need as Basis of 
Business Operations. 


The death of Frank K. Confield, a 
prominent merchant of Springfield, 
Mass., in a railroad wreck at Stamford, 
Conn., recently, offers a striking dem- 
onstration of the value of business in- 
surance in connection with business 
credit and as a basis for business oper- 
ations. 

Mr. Confield was proprietor of a 
large dry goods store and was prom- 
inent in the business of the city. He 
was a young man, being but 32 years 
of age, yet his life insurance proved 
to be the unexpected foundation of his 
business and estate. It developed that 
a policy for $20,000 had been taken out 
less than a year ago on which but one 
premium had been paid, for the pur- 
pose of pledging it as collateral security 
for a loan secured from the Springfield 
National Bank. Had this loan been 
granted without life insurance as col- 
lateral, the bank and the estate might 


have been confronted with a serious 
and difficult problem in straightening 
out the entanglements resulting from 


Confield’s sudden death. 

Mr. Confield carried $23,000 of life in- 
surance in the New York Life and in 
referring to the large policy put up as 
collateral, President Bowman of the 
Springfield National Bank said: 

“This policy, which has been in force 
less than a year, was pledged and as- 
signed to the Bank as collateral se- 
curity for a loan, and the prompt pay- 
ment of same demonstrates the advan- 
tages of this kind of collateral. We 
consider commercial and partnership 
life insurance one of the best means of 
strengthening credit and most desir- 
able as collateral when credit is being 
sought.” 


FOR POSSIBLE DISCRIMINATION. 





Utah Commissioner Reserves Right To 
Pass Upon Wholesale Writings In 
That State. 

Insurance Commissioner Done of 
Utah sees some possible danger also 
discrimination as between policyholders 
in the writing of “group insurance.” 
The original idea, namely that of pro- 
curing insurance for a group of em- 
ployes of the same corporation had not 
in it the elements of danger such as are 
embodied in the present method of pro- 
miscuous writing according to Com- 
missioner Done. Under the latter plan, 
he says there is an opportunity of “rail- 
roading” through men physically un- 
qualified to pass the medical standard 
which the companies have set up as a 
requisite for obtaining insurance. 

The Commissioner’s ruling issued 
under recent date is as follows: 

“T am confirmed in this ruling by the 
fact that recently attempts have been 
made to issue group contracts for 
bodies of men who, I believe, can not 
in any case be considered eligible for 
this form of policy. The reason for 
this is that they are not in similar oc- 
cupation, are not all employed by one 
firm, nor are they residents of one par- 
ticular locality. It has always been my 
idea that if group insurance without 
examination is not sufficiently discrim- 
inatory to warrant a serious question 
as to its advisability, it is decidedly 
not advisable where the basis of form- 
ing the group is not extremely favor- 
able. 

“I think some plan should be devised 
whereby employes of an establishment 
may enjoy protection for themselves 
and their dependents. At the same 
time, so long as companies are accept- 
ing individual applications subject to 
most rigid medical tests, it seems to 
me that great care should be exercised 
that the furnishing of this group pro- 
tection shall not result in any discrim- 


ination whatsoever against individual 
policyholders. I realize that the dan- 


ger of this is not so great in the case 
of non-participating companies, but at 
the same time if such companies are 
permitted the privilege of writing this 
kind of insurance it is difficult indeed 
to make any different ruling regarding 
participating companies. 

“Therefore, three phases of this sub- 
ject present themselves to me. First, 
the question whether group insurance 
under even the most favorable circum- 
stances is entirely fair to other policy- 
holders. Second, whether it may be 
considered fair in the case of non-par- 
ticipating companies and unfair in the 
case of participating companies. Third, 
what the limit shall be as to the basis 
on which groups are formed. I do not 








take into account here the unmistak- 
able conclusion that if group insurance 
is permitted to include any body of 
men, no matter how organized or held 
together, it will lead to a complete re- 
adjustment of the agency and medical 
departments of the life companies. 

“For example. If one thousand men 
of all ages, occupations and habits 
band themselves together in a sort of 
business and social organization, there 
is a serious question whether sufficient 
homogeneity could be found in such an 
organization for a group policy. If it 
can, then it would be an easy matter 
for all kinds of artificial groups to be 
formed on such a basis, leavened a 
little, perhaps, with the fraternal idea, 
simply for the purpose of providing in- 
surance for members, some of whom 
could not secure insurance under rigid 
medical test. To me there appears 
great danger unless group insurance is 
confined to what I believe was its 
original purpose; namely, to provide in- 
surance for employes of large establish- 
ments where conditions of labor and 
environment are such as to form an 
unquestionable basis for a group. But 
even in such a case, I think the plan is 
more or less experimental and should 
be carried through with the utmost 
care. There seems little present neces- 
sity for this kind of insurance in Utah, 
because there are very few business 
houses employing sufficient men to form 
even the simplest kind of insurance 
group.” 





NOW TRAVELERS GENERAL AGENT 





Louis Hopkins Gets Appointment From 
Big Hartford Company in 
Life Department. 


Louis L. Hopkins, former manager in 
New York for the Union Central Life 
of Cincinnati, has been appointed gen- 
eral agent in New York for the life 
department of the Travelers Insurance 
Co. of Hartford. Mr. Hopkins will be 
located at 76 William street. 

Mr. Hopkins has long been prominent 
in life insurance circles in New York 
having been president of the Life Un- 
derwriters Association and active in all 
of its work. 


Increasing in Numbers. 


An idea of the magnitude of the pro- 
ducing staff of the Kansas City Life of 
Kansas City is shown by the fact thar 
there were eighty who qualified for 
membership in the $100,000 Club of the 
company 

Of this number, twenty-five per cent., 
or 20, were from Missouri. In other 
words the company is not only growing 
generally, but is growing to some pro- 
portions in its home State. 





The Camden, N. J., staff of the Colon- 
ial Life Insurance Co. of New Jersey, 
had a jolly outing at Washington Park, 
on the Delaware last week. 
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Boost Your Ambition 


Get into a business that will give 
your abilities proper scope. 


Life Insurance for 


THE PRUDENTIAL 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Home Office, NEWARK, N. J. 


Incorporated as a Stock Company by the State of New Jersey 


FORREST F. DRYDEN, President 
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LIFE INSURANCE STRUCTURE 


BOMBARDED BY CRUDE CARTOONS. 
President of Kansas Company Smirches 
Whole System in Coveting 
Local Patronage. 





The letter of H. W. 
of the Wichita Associaticn of 
Life Underwriters to H. K. Lindsley, 
president of the Farmers & Bankers 
Life of that city, which is reproduced 
herewith contains much food for 
thought. There is nothing about the 
cartoon suggestive of life insurance. On 
the conirary it typifies a stock jobbing 
or bunco outfit with “sharks” in full 
charge. 

The letter of Mr. Allen, which is self- 
explanatory, follows: 

The Wichita Association of Life 

Underwriters. 
Wichita, Kansas, July 14, 1913. 
Mr. H. K. Lindsley, President, 
Farmers & Bankers Life Ins. Co., 
Wichita, Kansas 
Dear Mr. Lindsley: 
On behalf of: the Wichita 
Association of Life Underwriters I pro- 
test against the persistent knocking on 
non-Kansas companies by your adver- 
tisements and in particular the offen- 
ive cartoon printed in the Wichita 
of July 12th. 
appeal to you on the 
inexpediency, the bad 
of inflaming the public mind 
judice against life insurance 
on the representation that 
raining the State of vast 

y that should be kept at 
cannot tell how soon the 
u are fostering will react 
own company. There is 
understanding 
; already with- 
-‘reating more of it. By 
neutralizing 
educational 


Allen, president 
(Kan.) 


,eacon 


I would 








unds of the 


judice and mi 





ng you are 


easure the 


ing done by the large asso- 
é companies. By 
prejudice against 


your own com- 
y to suffer with others 
> you create. You are 
playing with fire that is likely to burn 

, g the wind— 
You are 
, your own 








ish considera- 
there is a 
n involved, that of 
ts Are you 

representa 
n the soon- 
legislat- 
d out of the State the better; if 
rong, then I am sure you will do the 
hi itl tion from 
t the foreign 
ies are practical- 
their 



















surance to 





Kar I holders at absolute cost. 
Life insurance is not a money-making 
busi ir cartoon gives the false 
ic ver-rich men in other States 
Kansas policyholders for 

olumer On the con- 


of saving, 
eously termed, is 

hands of policy- 
ained by the out- 
g the bare net cost 








nce Yo successful life in- 

ranc I any long ains a local 
proposition. A company is as extensive 
as the territory it covers. It cannot have 
heme offices in every State, and where 
the home office happens to be, makes no 


1 difference to the policyholder. Just 











oon as a ¢ iny outgrows its 
native State its arguments as a “home 
rompan becomes untenable and 


In 1912 one Western com- 
Na y million 
($6,605,200) of premiums in New York 
as all practical purposes 
are concerned that company is just as 
truly a New York company as any 





llected nearl seven 


alone So far 
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with home offices there. To suggest by 
cartoon or otherwise that the poor fel- 
lews in New York were being “milked” 
of $6.605,200 by the Wheat Kings of 
Wisconsin would hardly be compliment- 
ary to the intelligence of the public. 
Up to date no cry of “Keep New York 
Money in New York” has been report- 
ed. 

The companies operating in Kansas 
bave many millions loaned on Kansas 
farms at low rates of interest, but they 
also have a goodly proportion invested 
in high-class bonds that have a market 
in every money center of the world. 
This is for safety of their policyholders 
In times of financial depression enor- 
mous demands are made upon all com- 
panies. High class bonds fluctuate in 
value very slightly, because they have 
2 world-wide market. But John Smith’s 
farm in Kingman County is not listed 
iii London, Paris, Berlin or New York, 
and in an emergency the mortgage on 
it very likely cannot be liquidated at 
any price. Consequently it would 
likely prove very embarrassing for any 
company to try to confine its assets 
within any given State. 

Now, Mr. Lindsley, life insurance is 
a constructive business. There should, 
of course, be honest rivalry, or rather 
emulation, among companies as to 
best possible service. And comparisons 
as to character of companies, liberality 
of policy contract, and net cost are al- 
ways in order. The interests of all 
companies and all agents are largely 
mutual, more so now than ever before. 
But misrepresentation is not fair and 
no real good can come of it. 

Very truly yours, 
H. W. ALLEN, 
President. 


il 










“DO’S FOR DOERS.” 


talk your own 


Do you Company’s 
policies? I do. 

Do you arrange your calls in ad- 
vance? I do. 


Do you find out as much about your 
prospect as possible, before talking to 
him? I do. 

Do you always have your rate book 
with you? I do. 

Do you supply yourself with applica- 
tion blanks before leaving the office? I 
ado. 

Do you always 
ments? I do. 

Do you want to be 
all the time? I do. 

Do you know when to stop talking 
and write the application? I do. 

Do you know you will confuse your 
prospect by talking too many contracts? 
I do. 

Do you know that when you write an 
application the applicant will give you 
the names of his friends? I do. 

Do you know the City Directory is 
full of prospects? I do. 

Do you see that the doctor examines ( 
your business promptly? I do. 

Do you know if you are courteous] 
and accommodating to your policyhold-| 
ers, they will help you? I do. | 

Do you know that bankers are good 
people to associate with? I do. | 

Do you know you must meet with} 
disappointments? I do. 

Do you know that you should have 
confidence in yourself? I do. 

Do you know you must believe in in- 
surance to sell it? I do. 

Do you know that carrying insurance 
upon your own life helps to sell it? I 
do. 

Do you know that the business will 
not come to you? I do. 

Do you know that if you canvass six 
people every day, you will win out? I) 
do.—W. E. Githens, manager of The! 
Prudential at Toledo. 

| 
| 


fulfil your engage- 


doing something 





Sermon on Life Insurance. 





By special request, Rev. George Wal-| | 


on King, of the Central Presbyterian 
Church of Newark, N. J., preached a 
sermon on “Life Insurance,” 
drew a large attendance to the church. | 


which | | 


TRAIN THEM TO WRITE ORDINARY. 





A Matter of Justice to the Men That 
They Should be Instructed in 
Its Production. 


Industrial insurance men are becom- 
ing more and more proficient in the 
production of Ordinary, and if the 
men who are taking up the work to- 
day wish to keep in line and keep step 
with the best men of the day, he must 
look well to his Ordinary production. 
The big men, the men who are the 
money-makers in the business, are the 
men who are going after the coveted 
joint records. No man will get big 
in the business and get the money out 
of the business that he should get 
without working both branches of the 
business to their full capacity. 

It is a great injustice to the new 
man just entering the service not to 
be shown the great possibilities in the 
Ordinary branch of the business. In 
fact high grade Superintendents have 
many times closed one and two thou- 
sand for the new agent on his intro- 
duction over the debit, thus impress- 
ing on him one of the prolific sources 
of income and a bounden duty to come 
along and do likewise in the succeed- 
ing weeks of his career. 

It is a weak Superintendent who can- 
not write Ordinary and teach his men 
to do so. He should never have been 
promoted, for he is incapable of doing 
justice to the men that he brings into 
the service. It is an inefficient staff 
that goes along for weeks without hav- 
ing at least a thousand per month for 
every man. The Agent who can mix 
and mingle with the clients on his 





debit for a whole month and cannot 
create the demand for a thousand or 
more of Ordinary has either been neg- 
lected in his training or is sadly lack- 
ing as a salesman. If it is in the 
training it is an unpardonable reproach 
on the trainer. If it is in the man’s 
incapability in the selling game then 
he should be advised to seek some- 
thing that he can do. 


There is Ordin- | 


ary maturing every week in every | 
community and the Industrial insur- 
ance, man is the man-of all insur- 


ance men in his constant association 


with the people to get his full share | 


of the harvest. 

Beginning on the 28th inst. the Con- 
tinental Life of Salt Lake City, Utah, 
will hold a four days’ convention of 
agents at its head offices. An interest- 
ing business and social program has 
been arranged and a profitable time is 
anticipated. 





John D. Dickson and R. H. Cantrell, 


uuder the firm name of Dickson & Can-! 


trell, have been appointed general 
agents of the Missouri State Life for 
Georgia, with headquarters at Atlanta. 





For particulars, address 





Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


Seize the opportunity and 

Make a contract with one of the best 
Life Insurance Companies in America. 
Investigate for yourself, then 

Consider our proposition. 








North American 
Life Insurance Co. 


General Agents and District Man- 
agers now considered for choice Terri- 
tory in Pennsylvania and other States. 
TOP NOTCH Ist year and Renewal 
Commissions. We have the Policies 


that DO SELL. 
We Are The Agent’s Company 


ALL AGENCY CONTRACTS 
: Direct With Home Office =: 


G. M. NETTLESHIP, 
Manager of Agencies, 


1333-7 Real Estate Trust Bldg¢., 
Philadelphia, Pa. 














GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








C. H. JACKSON, Supt. of Agencies 
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ERNEST E. CLARK, President 


Low Rate of Mortality 
Admitted Assets Over - 
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DES MOINES, IOWA 


| BANKERS LIFE COMPANY 


Exceptional record during thirty-three years for 


Economy of Management 
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ORGANIZED 1879 


Prompt Payment of Claims 
$19,500,000.00 
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NORTHWESTERN AGENTS MERT 


V/ELCOMED BY PRES, MARKHAM. 








Big Attendance at Enthusiastic Home 
Office Convention of Field 
Men’s Association. 





4 great deal of enthusiasm and a 
record attendance marked the 37th 
arnual meeting of the Association of 
Agents of the Northwestern Mutual 
Life, which was held at the home office 
a. Milwaukee, last week. The sessions 
were held in the assembly hall in the 
ecmpany’s handsome new building. 

President George C. Markham wel- 
ccmed the representatives of the com- 
pany in an excellent address and Super- 
intendent of Agencies H. F. Norris an- 
nounced the prize winners. For the 
seventh time Mr. C. E. Albright wrote 
the greatest amount of business of any 
of the company’s representatives, ex- 
ceeding all others by more than $1,000,- 
000. The winners of prizes were: 


Company Prize Winners. 
Class AA—C, E. Albright, Mil- 


WRI. on 6e8<n00 000 22b0esen% $1,850,750 
Class A—W. C. Mage, Los An- 

WONG. GON. a-+400:06 50:0 0220n00% 747,200 
Class B—Wm. McMullan, Min- 

neapolis, Minn. ............ 465,400 
Class C—P. J. Nolan, Mil- 

WOME cic ntattne aeckns supe 399,950 
Class D—S. Martindale, La 

Crom, Wei Ssh dtes secs cn 298,500 
No. of Lives—Chas. Weinfeld, 

Wausau, Wis., 243 lives.... 765,000 


“Association Prize Winners. 
First—C. E. Albright, Milwaukee. 
Second—Chas. Weinfeld, Wausau. 


Third—S. M. Folsom, California. 
$400,000 Class—P. J. Nolau, Milwaukee. 
$200,000 Class—S. Martindale, La 
Crosse. 

New Officers Elected. 


The Association of Agents elected the 


following officers: President, Royal 
S. Goldsbury, Pittsburgh, formerly 
vice-president; vice-president, Charles 
W. Fielder, Buffalo; secretary-treasur- 


er, M. S. Edmunds, Racine, Wis. 

The Special and District Agents’ As- 
sociation elected the following: Presi- 
dint, E. J. Loventhal, Nashville; vice- 
president, L. F. Larson, Peoria, IIl.; 
secretary-treasurer, August Rosenberg, 
New York. 

At the General Agents’ Association 
held Tuesday; P. T. Throop, Nashville, 


Tenn., was re-elected president for the 
fifteenth consecutive time. H. D. Rod- 
man, Louisville, Ky., was chosen vice- 
president and M. W. Mack, Cincinnati, 
secretary-treasurer. 


In his address President Markham 
discussed among other things the sub- 
ject of policy loans. He said in part: 

“I would, if I could, induce every 
legislature in the country to prohibit 
companies from loaning to policyhold- 
ers for any purpose more than 50 per 
cent. of the reserve of. their policies,” 
said President Markham. “I believe 
that the insurance commissioners of 
the several states, will in time, study 
this phase of the proposition and take 
this view of it, and if they do, they 
will render a greater service to the 
insuring public than any service they 
have yet rendered.” 

President Markham satd there was a 
great opportunity for agents of all 
companies to advance the business of 
life insurance by spending a portion of 
their time in the field in educating the 
public as to what insurance is and what 
it means and the benefits naturally 
flowing from it. 

_ “This work must be done by men of 
Intelligence and probity,” he said. 
“There fs no question but life insur- 
ance ig growing more popular, and the 
need of it more apparet each day. The 
more time you gentlemen can spare in 
talking with the public, individually 
and collectively, not at all times with a 
view to securing a policy, but of en- 
lightening these people upon the sub- 


ject, the more business you will se- 
cure.” 

Regarding departmental regulation 
and State legislation, President Mark- 
ham said: “There has been and still 
is a tendency to overtax the business 
of life insurance. Most legislatures 
hold that because mutual companies 
are doing business under corporate 
existence they must be treated and 
placed in the same class ag United 
States Steel, Standard Oil, Harvester 
and Tobacco. They think the business 
of life insurance is a money-making 
business and that there are profits to 
be awarded its members in the shape 
of dividends in like manner as stock 
companies declare and pay their divi- 
dends to stockholders. These law- 
makers and many others do not know 
that so-called dividends paid by mutual 
companies to their policyholders bear 
no relation to the dividends paid by a 
stock corporation to their stockholders. 
They do not know that the fund re- 
turned to the policyholders by mutual 
companies is simply returning a por- 
tion of the premiums paid by them that 
were more than necessary to cover the 
cost of their insurance and, as a mat- 
ter of fact, is in no sense a dividend at 
all. 1 know that by calling this return 
premium a dividend, much has been 
done to increase the taxation, especial- 
ly of our company. The public, and 
especially the legislators, should be in- 
fermed and educated not only upon this 
but other phases of the business of life 
insurance based upon the plan of 
mutuality.” 


“The facts are,” he stated, “that 
the great mass of people, _in- 
sured and not insured, are not 
familiar with the basis and princi- 


ples upon which insurance is effected 
and maintained and the business trans- 
acted, and I feel sure that if they were 
better informed, especially as regards 
the basis and principles upon which 
mutual companies are organized and 
earried forward, I am confident the 
business of life insurance would be 
materially increased. I believe that in- 
surance companies through their agency 
forces, can be of great service along 
the lines of education, as above sug- 
gester.” 





| 





| 
| 
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MAKING A NET INCREASE. | 





A Successful Agent Tells of Some of 
the Things That go to Make the 
Achievement. 





E. R. Cooke, of Norfolk, Va., a suc- | 
cessful superintendent for the Life In- 
surance Co. of Virginia, gives the fol- 
lowing advice on how to make an in- 
dustrial net increase. 

Basing this reply on my experience, | 
it is necessary that the man in charge 
of the district have a thorough knowl- | 
edge of the business, have absolute 
confidence in his company, follow its 
instructions to the letter, and require | 
all members of his staff to do likewise. 

Promptness in dispatching the busi-| 
ness is important. This is especially | 
so in payment of claims. Quick pay- 
ment of claims is of great help to the 
business. It gets the confidence of the 
public and gets new business when 
other efforts fail. 

Another strong factor in getting in- 
crease is the employment of intelligent, 
capable and reliable men for agents. 
This brings the business to the notice 
of the better class of people and se- 
cures a better class of business. 

I also believe in organization and 
harmony among the staff. This is 
another strong factor in getting in- 
crease, and no manager should fail to 
put forth every effort every day to se- 
cure this in his staff, and no manager | 
should allow any disorganization. He} 
should not hesitate to replace any man! 
who is not in thorough accord with his | 
and the company’s methods of doing | 
business. } 

I also think it important to the suc- 
cess of the district that the assistant 
superintendents be men fully qualified 
to fill the position, men who know how | 








to teach new agents the business and 
who will help the old agents. This, to 
my mind, is a large help in preventing 
finals, which are so detrimental to any 
district, and agency force _ properly 
handled by the assistants goes a long 
way in getting the best increase. 

To make the best increase it takes 
work—head work (thinking), heel work 
and hand work, and to get the best 
work from each individual on the staff 
it is up to the manager to organize the 
force in a way each man will put forth 
his best efforts to secure this result. 

I believe any manager who will aim 
to secure intelligent men for agents, 
and who will instruct, teach and help 
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| Favorable Mortality 
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Economy of Management 
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them and learn them the business in 
all its details, and who organizes them 
and sees they do not interfere with each 
other’s interest, and sees that they 
work along the right lines, need have 
no fear of his district getting its a 

| 


ment. 

To sum up, the employment for 
agents, organization, harmony and 
work solve this problem of making the 
best increase more than anything else 
I know of, and I believe that they are 
the essential qualifications that a man- 
ager should have to make a success | 
in a district. | 





Des Moines Life Deal Approved. 





| 

Denying the petition of a few of the! 
minority stockholders, the Supreme 
Court of Iowa has fully approved the | 
sale by which the National Life of 
U. S. A. acquired the Des Moines Life. 





Philip Goldman of the Metropolitan | 
Branch, New York City, of the New 
York Life, began with the Company on 
January 13, 1918, lucky numbers. He 
has produced 98 applications for a total | 
of $144,000 in less than six months, 
and paid for 77 for $105,500, making the 
Club in much less than his first year 
with the New York Life. | 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 








The Equitable Life 
of lowa 


offers, as helps to selling its policies 
(which are liberal and up to date) 


Moderate Premiums, Highest Interest 
Earnings and Low Mortality 
Experience, resulting in 
LOWEST NET COST 


See Official! reports or other publications 





_ A history of conservative and Econom- 
ical Management for more thap Forty 
Years: Deposit of full reserve to secure 
Policies, etc. 


These are effective helps with intelli- 
gent prospects. 


Separate Territories to Agents 


LONG CONTRACTS—FAIR TERMS 

















PAN-AMERICAN LIFE 


NEW ORL 


shows a phenomenal record achieved in the 
Statement as of January Ist. The Pan-A 


ability. 





C. H. ELLIS, President 
Has just completed a most successful business year. 


few openings for ambitious, energetic, live Life Insurance Men of character and 
For further particulars address: E. G. SIMMONS, Vice-President, 
WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 


INSURANCE COMPANY 


EANS, LA. 


Its first nine months’ work 
Insurance World. Send for our Financial 
merican Life Insurance Company has a 




















The Guarantee L 





HOUSTON, TEXAS 


Business Received first five months - 
for Month of May - - 








ife Insurance Co. 


$5,896,432 
$1,411,664 











Opportunities for the Capable and Energetic 














THE 
MICHIGAN 
STATE LIFE 


DETROIT 


Insurance in force 
over 
$9,000,000.00 





Offers 
splendid commission 
direct with the Company to agents in 


OHI0--- MICHIGAN---INDIANA 


unexcelled Policies and 
contracts 








E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 


JOHN G. HOYT 
Vice-President 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 
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NEW YORK LIFE STATISTICS 


DEATH CAUSES—YEARS IN FORCE. 





Occupations and Ages at Death Among 
Interesting Figures Compiled 
From Month’s Records. 

In June, the New York Life paid in 
death claims cash values, dividends and 
annuities the sum of $5,136,335.09. Of 
this, $3,300,072.34 was paid to 5,836 liv- 
ing policyholders; $1,836,262.75 was 
paid to the beneficiaries of 686 people 
who died; the living thus receiving $1,- 
463,809.59 more than the beneficiaries 
of the dead. 

The occupations of the deceased were 
as follows: 


Lives. Amount. 

Farmers and their em- 
Pear 58 $98,666.19 

Manufacturers and 
their employes 118 291,628.86 

Merchants and their 
WE 6 cccccces 329 987,071.32 
Professional Men . 65 214,992.74 
eer rere 13 60,327.63 
Other Occupations .. 103 183,576.01 
EE An waiacmesa 686 $1,836,262.75 


*Included in above were 38 women 
insured for $61,250.69. 

The causes of death of the 686 policy- 
holders who died in June follows: 


CORSEEIBEIOR...cccccccccecece oe 95 
SG SOD Siccepandeenewa dane 82 
a rer ree 81 
I REE NSE ET eT 52 
Cancers and Tumors ............. 48 
eee areas 39 
Diseases of Arteries ..........e005 30 
Diseases of Digestive Organs ..... 28 
DE: (Gisiasenssdanesseen sas 24 
re eer eet 21 
Bronchitis, Pleurisy, etc. ......... 15 
RRO, scbeccweceeesea sueseeenss 13 
ee RT errr ee 12 
Blood Poisoning, Anemia, etc. .... 11 
CE SE 6 0S aan oad mace eae 8 
ee eee err ee 7 
DEE sacadanratcacaerrcianes 5 
NN Ee re ee eee 3 
Nervous Prostration, Congestion of 
DR INS a ain oka seater ghee 2 
NG Sli ididaw eed wees 2 
All other Causes .nccccccriccccace 108 


Average policy of less than $2,700 in- 
dicates the tendency of people to un- 
derinsure. 

Following is the showing as to age 
at death: 





Lives. Amount. 

30 Years of age and 
MEE bcsccenassee 3 $59,862.71 
Between 30 and 40.. 13 236,526.82 
Between 40 and 50.. 187 515,308.03 
Between 50 and 60.. 179 566,540.78 
ge Py eee 150 458,024.41 
PR ead diarwctet are 686 $1,836,262.75 


*Included in above were 38 women 
insured for $61,250.69. 
The record of the life of the policies 


follows: 


Years in Force. Lives Amount. 
Died in Ist Yr. of Ins. 22 $43,590.02 
Died in 2d Yr. of Ins. 31 66,629.58 
Died bet. 3 & 5 yrs.. 82 156,612.47 
Died bet. 5 & 10 yrs. 179 473,726.25 
Died bet. 10 & 20 yrs. 295 787,662.27 
Died after 20 years. 77 308,042.16 

=, ee are 686 $1,836,262.75 


*Included in above 38 women 
insured for $61,250.69. 

In June, over 12,000 applications for 
new insurance were received and over 
106,000 renewal premiums were paid. 
More than 118,000 people in all parts 
of the world thus endorsed the New 
York Life in a single month. 


were 





Interesting Paragraphs. 
—_—_——_—_ 
From the Kansas City Life News, we 
clip the following interesting para- 


graphs: 
Life insurance can be briefly summed 
up as a matter of dollars and sense.— 
Only one fire policy in 1,260 ever be- 


comes a claim, while every life policy 
is bound to mature.— 

Life insurance companies pay four | 
million dollars annually to families of 
those who die within a year after insur- | 
ing. What other investment but life in- | 
surance would yield such a return on} 
the small amount paid therefor.— | 

Fall in love with your work and you'll | 
make money; then you can fall in love 
with a girl to spend it.— 

Young men at 21 can fortify them- 
selves against adversity in later years! 
by purchasing an endowment.— | 

Only one man in five can get old line 
insurance, and while you may be one 
of the five who can get it this week, 
you may be one of the four who can’t 
get it next week.— 

Uneasy lies the head that’s unin- 
sured.— 

It takes a cyclone to lift the house off 
the farm, but it takes a life insurance 
policy to lift the mortgage.— 

The daily cost of $1,000 life insurance 


from ages 25 to 35 is six to seven cents, | 


from 35 to 45 is seven to eleven cents, 
from 45 to 55 is eleven to sixteen cents, 
from 55 to 65 is sixteen to twenty-one 
cents. Too cheap to go without, isn’t 
it? 


HAD GREAT RECORD AS AGENT. 








Col. Hamilton of San Antonio Nearly 
Half-Century In Field For New 


York Life. 





In referring to the death on July 10 
of Colonel William B. Hamilton, of San 
Antonio, Texas in his eighty-first year, 
after more than forty-five years service 
with the New York Life, Vice-Presi- 
dent Thomas A. Buckner says: 

“Col. Hamilton served with distinction 
in the Confederate Army on the staff 
of Major-General John C. Breckenridge 
and in 1868 he entered the service of 
the New York Life in the firm of B. G. 
Humphreys & Co., Vicksburg, Miss., 
the members of which were Gen. Jos. E. 
Johnston, Ex-Gov. Benj. G. Humphreys 
and the late Major Livingston Mims, 
an old army comrade, formerly Mayor 
of Atlanta, and for thirty years con- 
nected with this Company. Col. Hamil- 
ton represented the New York Life for 
eight years on horseback and in a bug- 
gy in Mississippi and Louisiana during 
the reconstruction days. In 1877 he 
moved to San Antonio, Texas, and was 
known there as ‘the insurance man,’ 
but instead of traveling in Pullman 
coaches as agents do now, he covered 
the country on the outside of a Mexican 
pony. His long and loyal service ex- 
tends through the administrations of 
Presidents Franklin, Beers, McCall, 
Orr, and into that of President Kings- 
ley. In his active days he was a large 
producer, a member of the $100,000 
Club, and in recognition of his distin- 
guished services was elected in 1901 
an Honorary Member of the $200,000 
Club. In January, 1902, he became a 
Senior Nylic, and has enjoyed a Nylic 
check of $150 a month ever since, based 
on past production. Spirit of Calvin 
and Knox and the Crusaders! A higher 
or more useful career would be hard 
to conceive. On that grave in far off 
Texas the New York Life lays its trib- 
uteoflove and esteem. We commend the 
Hamilton spirit and ideals to those who 
carry on the work. Men like Colonel 
Hamilton would make any company 
great. They are the life blood and 
bone and sinew of this institution; 
their business as it has rolled in, in 
tremendous and high grade volumes, 
year by year, has pushed the Company 
to the forefront and made it what it is. 
To know that a man is four square 
to all the winds that blow, to be able 
to count on him, to know that he 
treats his clients fairly, and the com- 
pany always with candor and truthful- 
ness, is the best asset, the best repu- 
tation a fleldman can have at the Home 
Office or among his business friends.” 
ee = ————s — 
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You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











READ ~~ 
THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 
PRICE $3 PER YEAR 


Address, 105 WILLIAM STREET 
NEW YORK CITY 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


—The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E. Ide is President, shows 
that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000,000. 
After providing for the various funds 
for the protection of the policy obliga- 
tions, there remains upon a most con- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set apart for deferred divi- 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including over 
half a million dollars in dividends to 
policyholders. 
“The Com’cl & Fin’cl Chron.” 1-25-13 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Acts. 
256 Broadway, New York, N. Y. 
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WILMER L. MOORE, President 








The Special Agent’s contract, with liberal first year’s commissions, 
and renewals, offers opportunity to men of character and worth 


HALF PREMIUM POLICY, 
with attractive features, not ap- 
pearing in policy contract issued 
by any other Company, is doub- 
ling the earning capacity of the 
Agents of 


The Southern States Life 
Insurance Company 
ATLANTA, GEORGIA 








BERKSHIRE 
LIFE 
INSURANCE 
COMPANY, 
Pittsfield, 
Mass. 





Liberal Contracts to Productive Agents 


If unattached and interested, kindly give 
us your name, age, address, state experi- 
ence and furnish references, and a proposi- 
tion for an agency, if in authorized territory, 


will be submitted. W.D. WYMAN, President 
W.S. WELD, Superintendent of Agencies 











YOUR CARD 


Impregnable Strength 











as a representative of the “‘ Oldest Life Insurance Com- 
pany in America’’ will prove your best introduction 


- The Mutual Life Insurance Company | 
of New York | 


Incomparable Dividends 
Maximum Benefits 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President | 


34 NASSAU STREET, NEW YORK, N. Y. 


Minimum Net Cost 














July 24, 1913. 








SAYS AWAKENING IS NEEDED. 


(Continued from page 2.) 


ing more attention to their own lines of 
business. Thus the ‘helper’ does not 
help, when help is most needed. 

“Of what use is it, for instance, to 
present to our new agent, some facts 
relating to the present financial situa- 
tion, as affecting the need for additional 
life insurance protection; or, to take 
up the gold problem, along the same 
general line of argument; or, to show 
that during the last sixteen or eighteen 
years, While the monetary circulation 
per capita has averaged an increase of 
about 60 per cent., the prices of all com- 
modities have increased in about the 
same percentage, showing beyond all 
doubt or peradventure, that life insur- 
ance in general should be increased in 
an amount proportionate to the in- 
creased values? Or, of what use is it, 
to impress upon our new agent, the 
fact that policies taken even five years 
ago, will net at the present time but 70 
or 75 per cent. of their former value, 
owing to the decreased purchasing 
power of the dollar now prevailing? 
Or, of what use is it, to impress upon 
our new agent, the fact that a policy of 
$10,000 taken to-day, for the same rea- 
son will possibly net but 60 or 70 per 
cent. of its present face value, in the 
greatly increased cost of all commodi- 
ties in eight or ten years from now? 
Or, of what use is it, to impress upon 
our new agent, the argument, for in- 
stance, that a seat upon the New York 
Stock Exchange, valued a few years ago 
at $96,000 was posted for transfer on 
the 10th of July of this year at $38,000 
and that this great depreciation of a 
held asset should be made up by in- 
creased life insurance? Or, of what use 
is it, to present to our new agent, the 
great life insurance formula, proving 
that every soliciting call is worth, on 
the average, just so much money, 
whether or not an application is se 
cured, whether or not the application is 
declined, or even if the wished-for ap- 
plicant is not seen? The commissions 
at the end of the year, dividend by the 
number of calls, show a result for each 
call in excess of the average income 
accruing from calls in any other line. 
Finally: Of what use is it, to impress 
these and other factors upon our new 

gent, if he is to be at the mercy of 
the bookkeeper, the cashier, the entry 
clerk, the floorwalker, the janitor, the 
elevator man, the porter, the proprietor 
of the bootblack stand, the fire insur- 
man, the real estate agent, the 
plate glass agent, the barber, and all 
the rest of the tribe of part-time men, 
who need no life insurance knowledge, 
require no life insurance education, 
how no life insurance dignity, have no 
‘ife insurance integrity, display no life 
insurance ability, manifest no life in- 
surance conscience, and whose only 
qualifications, with the writing of pos- 
sibly a single application in his entire 

ireer, are the audacity and the crim- 
inal abnormality that interfere with the 
work of the real agent, with an undis- 
coverable offer of a rebate! Otherwise, 
why should the applicant prefer to do 
business with a one-application agent, 
rather than with the experienced agent 
who writes his hundreds of applications 
yearly? Thus the factor of part-time 
vork throws into life insurance a 
horde of men, who may be said to be 
in the business, but who certainly are 
not of it! 

“Let me give you a concrete example 
of this, where an agent with possibly 

) life insurance reputation whatever, 
verforms an act that belittles the ef- 
forts of great agents everywhere, and 
detracts from the reputations that they 
liave attained. I refer to a barber at 
Theresa, Wisconsin, who places upon 
his envelopes a business card, reading: 

A. J. SMITH, 
Tonsorial Artist 
Also 
Representing The ........cssccorre 
Life Insurance Company of........ 
“It is needless to say that Mr. Smith 


ance 


is a part-time man, and, like most com- 
pany representatives of this class, 
knows but little of the business of life 
insurance. Mr. Smith, for instance, 
does not even know the correct name 
of the company he represents, as evi- 
denced by the omission, on his business 
ecard, of the word ‘Mutual’ from its 
corporate name. In this, however, Mr. 
Smith wrought better than he knew, 
for it must be apparent to all stu- 
dents of our business, that there is no 
mutuality looking to the best results, 
between the expert and the part-timer. 
Each is the antithesis of the other; 
their interests are as widely separated 
as the poles; and all association of 
these two elements accomplishes abso- 
lutely nothing in the way of uplifting 
our business. 


“Think of it: The business and pro- 
fessional men of our country should 
look upon the life insurance man as 
the exponent of the highest type of 
salesmanship—as the man who saves 
the home, lifts the mortgage, gives 
the widow her maintenance, and sends 
the boy through college. With barbers 
as part-time men, will they not be apt 
to compare perfumes with premiums, 
dandruff with dividends, razors with 
reserves, honing with ‘helperism,’ and 
2 brokerage with barberism? 


“In all lines of achievement and 
successful endeavor, the great factor of 
protection is a chief essential All 
professions are protected; all lines of 
business have evolved elements which 
afford protection; and the representa- 
tive of every line of business but life 
insurance, is fully protected. Book 
agents would cease to be such, if they 
were not protected, and the traveling 
representative of the wholesale liquor 
house would cease to travel, if barbers 
and others were permitted to sell his 
goods. Salesmanship ability and the 
character associated with it, are found- 
ed mainly upon this system of sales- 
manship protection. If some ‘tonsor- 
ial artist,’ janitor, floor walker, cash- 
ier, elevator man, shipping clerk, fire 
insurance agent or real estate man 
were to announce that whiskey or 
books could be purchased by him, we 
can all readily recognize the salesman- 
ship demoralization in these lines that 
would speedily follow, and the immedi- 
ate efforts that would be made to 
eliminate at once all of these salesman- 
ship irregularities. 

“How much longer must we, as life 
insurance men, be forced to admit that 
our business igs the only one in this 
broad line of ours, that is not pro- 
tected? And how much longer must 
we be forced to admit that the book 
agent and the traveling man represent- 
ing a wholesale whiskey house, are ac- 
corded a protection so far in excess of 
that afforded in the business of life in- 
surance, that those men are absolutely 
safe from business interference on the 
part of representatives of other lines? 
In all other callings, too, there is an 
uplifting mutuality, a tendency to 
greater perfection, and a unity of effort 
that constantly tends to make the busi- 
ness followed, easier of achievement and 
more successful in its fulfillment. In 
all other lines of ‘business, every rep- 
resentative is creating—building up. In 
the business of life insurance, every 
part-time man and every ‘helper,’ with 
scarcely an exception, is tending to- 
stroy—to tear down. 

“Let us hope, that in time life insur- 
ance will afford a vocation alike grati- 
fying to the higher faculties of men 
and satisfying to those prudential quali- 
ties whose aim is a competency from 
a noble calling in life. The successful 
representative of la great life insurance 
company, under proper agency condi- 
tions, will have daily opportunities of 
self-cultivation. He will be brought 
into hourly contact with tha most suc- 
cessful business and professional men. 
A perfect human nature will become 
his daily theme. The saving of homes, 
the education of children, the preven- 
tion of embarrassed estates, the crea- 
tion of competencies for age, and a 





sure provision for mothers and widows 
will be associated with and depend up- 
on the advice he gives the acceptance 
of the figures and plans he offers. Life 
insurance, even with the present crude 
agency conditions, affords nation-wide 
opportunities for the fulfillment of duty 
by all men sensitive to the higher wel- 
fare of the family and home, and is 
an ideal selfishness for those who seek 
mainly to clothe their own variad in- 
terests with the mantle of protection. | 
The acceptance of its benefits ennobles | 
and satisfies both the real agent who | 
offers them and the thousands who ac- 
cept them. The representatives of such | 
a business should be men of 
integrity, character, standing, and ex- 
ecutive attributes. May the day soon | 
come, when the totally unfitted—the 
bookkeeper, the cashier, the entry | 
clerk, the floor-walker, the janitor, the | 
elevator man, the porter, the proprietor | 
of the bootblack stand, the fire insur- | 
ance man, the real estate agent, the | 
plate glass agent, and the barber—| 
will be forever debarred from a busi- | 
ness of such a character for not until 
then can the term ‘profession’ be ap-| 
plied to the calling of life insurance! 

“The need of the hour is a great life | 
insurance awakening—the elimination | 
of every factor in the business that is | 
destructive of confidence, and espe-| 
cially of every factor that stands in | 
the way of the honest success of the | 
new agent. 

“The old agents are passing. We are 
all growing older. The place of every | 
man within hearing of my voice, is | 
eventually to be filled by others. How | 
unfortunate beyond all telling it ties 


(Continued on page 10.) 














THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 





FINANCIAL STATEMENT 


Assets Jan. 1,1913..... 8$61,418,397.99 
CREF OD 2.00. ccccccccces 57,329,587.56 
SSD, weccete covcacessé 4,088,810.43 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD wW. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 


Fifth Avenue, New York 




















The Best Company To Work For Is One Which 


is making the most rapid progress because, among 

other good points, it grants the most complete 

protection to policyholders through combinations 

of Life insurance, Permanent Disability insur- 

ance, and Weekly Indemity for loss of time. 
For Agencies Address 


The Columbian National Life Insurance Company 





ARTHUR E. CHILDS, President 


WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 
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Genuine Opportunities ! 





who are “delivering producers.” 


an opening. 


During the last twelve months we have made contracts with several general 
agents, in new territory and in old territory. 


For a long time their eyes 


had been turned toward this Company, and they were the Find of men this 
Company looks for---vigorous men, enthusiastic men, men of high ideals,— 
If you are such a man, and need a broader 
field for your abilities, we should be glad to hear from you,---we may have 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. 
INCORPORATED 1851 
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appeals to self-interest. 
market to-day. Write for the booklet 


idea in life insurance that 


Best seller in 


The Fidelity Mutual Life Insurance Gompany 
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In some interesting 
How They contributions by the 
Get New representatives of the 


Prospects. Pacific Mutual Life to 

the company paper 

the “News,” the field men tell how 

they get new prospects. Discussing 

this subject, George M. Spiegel of 
Indianapolis, says: 

This subject is very important. It is 
certainly one of the great problems 
with which the agent has to deal. How 
to find them, how to get a line on 
them, and how always to have a good 
working list on hand—all come under 
this subject. 

My best prospects are among my 
old policyholders. Every solicitor 
should have a list of his policyholders, 
and a list and the date of his com- 
pany’s policies in his territory that 
will soon mature. Of course, the 
agent who is just beginning would not 
have this advantage. I very often get 
the City Directory and take a certain 
profession or trade and select one hun- 
dred or more names and see enough 
to secure twelve or fifteen live pros- 
pects and work them thoroughly until 
I get them on, or off, the dotted line. 
When I fail to land a man I dismiss 
him from my mind. I never like to 
kave too many prospects to work on 
at one time. I believe most solicitors 
have too many prospects and get half 
way with all of them and all the way 
with a very few of them. 

I secure many good prospects from 
the daily papers. The real estate 
transfers always afford opportunity 
for the life insurance man. The man 
who buys needs protection, and the 
man who sells wants a good safe place 
tc invest his money, so it is possikie 
to get two prospects from one business 
transaction. Wedding and death notices 
open the way for good material. The 
payment of death claims has been of 
little value to me, because in the ten 
years I have been in the business I 
have paid but one claim of $1,000. 

I believe I write more business from 
my prospects and policyholders just be- 
fore their age changes than at any 
other time. So you see the importance 
of getting the date of birth from every 
man to whom you talk insurance. I 
have a form letter that I send out 
each month to all my policyholders 
whose age changes and whom I con- 
sider good prospects, and I get very 
good results. Try it and you will be 
surprised. I have also found this the 
best way to keep in close touch with 
my policyholders. 

No matter how clever a salesman is 
at closing, if he does not -have the 
prospects his skill amounts to naught. 
It makes no difference what method 
you use to secure prospects so long 
as you get them. But to get them 
means work, work, work. 

W. OD. Clizbe, general agent at 
Detroit, Mich., giving his methods, 
says: 

The beginner should rejoice that he 
has the old agent beaten at the start- 
off because he personally knows nu- 
merous men who never could becanvass- 
ed by anybody else so well as by him. 
By the time he has visited intelligently 
a part of those he knows he will have 
discovered more others to see than the 
number of acquaintances he has teen. 
If one’s experience varies from this, 
he has not touched those he had oppor- 
tunity to approach. 

A policy well written and promptly 
paid for is a stake around which are 
tethered other policies for you. Half 
of the prospects come to the good, 
clean, honest, happy agent through his 
friends. You must not brag, scold, 


knock, nor be afraid to hustle and 
burry and create the impression your 
time is valuable. 

When the moment comes, if ever, 
that you do not know just where to 
go next, put tacks In your chair bottom 


HINTS TO BUSINESS GETTERS 


and tack in your head and hustle into 
the open air. Go somewhere—to the 
old mill, the factory, the farm house, 
the market. Sloth, the devil’s hand- 
maid, would make you think nobody 
wants insurance. One in every three 
is a prospect whether friends or 
strangers. Dress up, look up, and be 
happy. Prospects are everywhere. A 
bright man without a discordant note 
will find them. 
. = . 


The other day I heard 

Took about a census of the em- 

Census ployes of a big office who 

of Thrift were making over $1,000 

a year. The man who 

made it wanted to find out about their 
habits. Here is the result: 

Out of 51 only 15 were following any 
plan of saving. Thirteen others had 
tried to save, but had given up the 
plans they had devised. Only nine 
owned their own homes and only six 
had any other investments. 

It was a typical showing. Over the 
whole United States only 180 out of 
1,000 inhabitants have savings ac- 
counts. To the man who made the! 
census it seemed pretty discouraging. | 

But he learned that more than haif | 
of these employes were carrying life | 





insurance and that they regarded their |- 


payments of premiums on their policies 
as a form of protection against the un- | 
certainties of the future—not only of 
their families but of themselves. | 

That discovery put another face on | 
the matter for the man who wanted | 
to find out. And when we bewail our | 
low standing in the ranks of savings 
bank depositors we ought to remember, 
at the same time, that we probably 
carry more life insurance than any | 
other nation of people. We are so} 
thoroughly impressed with the neces- | 
sity of taking out life insurance that ! 
we have ceased to brag about how| 
much we carry. | 

What that office force needed—and 
it is what most of us need—was to 
learn that life insurance ought not to 
be regarded as a form of saving for the | 
protection of the one who is earning | 
the money, but that it is primarily a 
fund for the use of one’s nearest and 
dearest after he is dead, when he can 
no longer provide. 

By all means carry life insurance, 
but do not think that you have no 
further obligation. There is a duty 
which you owe to yourself—the duty 
to create a fund while you are able to 
do so which will be ample to carry you 
across a series of years when you have 
reached the age of non-production eco- 
nomically—John M. Oskison in L. A. 
Tribune. 


We frequently hear that 

Population the opportunities of the 

Gaining On life insurance man are 

Insurance unlimited because the 

field is virgin in spite of 
the great number of solicitors in the 
field and it is a fact that these asser- 
tions can be backed up by statistics 
for the doubting ones. The population, 
for instance, is increasing in greater 
proportion than the amount of life 
insurance. Some one asked an Officer 
of the International Correspondence 
Schools of Scranton, if the schools, with 
the world-wide system of soliciting it 
maintains, would not some time reach 
the limit of its new enrollments, and 
the officer smilingly replied: “If we 
numbered among our students all of 
the available populace at the present 
time, we should still have an unconquer- 
able field in the rising generation alone. 
So long as there continue to be chil- 
dren, there will be a place for the 
schools.” 

The Prudential, in reference to this 
same thing, said recently: 

Indeed, despite the energy and ac- 
tivity of the vast army of canvassers 
of this and other companies who are, 
day following day, swelling the ranks 





Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE Co. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 








Surplus to Policyholders 


$388,324.02 
Assets Premium Income 
$57,088.47 704.10 


1910—$126,085.00 


San Antonio Life Insurance Company, *““7exa3""° 
HENRY A. HODGE, President 

Insurance in Force, $4,715,584.00 

2064 policies, with prems., $163,100.92 

GAINS DURING 1912 


INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 
1911—$485,915.57 


Policy Reserves 


Interest Income 
$6,806.67 $64,529.10 


1912—$543,004.04 








Uf interested, take 
the matter up with 


STATE MUTUAL ure insurance company 


JOHN W. MADDOX, President 
Rome, Georgia 


Offers to good producers some excellent territory in Georgia, Alabama, 
Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


A. B. UTTER, Agency Manager, x .i¢2" Office, 
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- Throughout 





District Agents Wanted 


Address 


Philadelphia Life Insurance Co. 


North-east Cor. Broad and Sansom Streets 
Philadelphia, Penna. 


HEALTH 


Pennsylvania ‘ 














of the insured, we are not keeping up 
with the increase of population. In 
other words, there are more people un- 
insured to-day in the United States than 
there were population all told when 
The Prudential first opened its doors 
thirty-eight years ago. Hence there is 
more opportunity for the energetic life 
insurance salesman than there ever 
was before within our National limits. 
The same is true in Canada. 

Nor is this all there is in the way of 
splendid cheer and encouragement for 
those engaged in our calling. Addi- 
tional thereto is the great truth tersely 
told on our first page over the caption, 
“A Good Sign for You.” This is that 
“To-day, more than ever before, life in- 
surance is recognized as a necessity.” 
Acknowledgment of this truth is found 
not alone in the vast number of people 
insured—and the number is growing 
steadily—but in the whole attitude of 
people, pulpit, press, leading citizens, 
statesmen and thinking men generally. 
This attitude is wholly favorable. 

= J * 


There is much truth in 


Knowledge the following thought 
Acquired taken from “Facts,” 
But Slowly published by the Great 
Northern Life of Wau- 

sau, Wis.: 


“Strange how many men there are 
who, knowing nothing about writing or 
placing life insurance, expect that their 
mere willingness to, try ought to se- 
cure them a definite and fixed income 
without any period of preparation or 
apprenticeship. They wouldn’t think 
of engaging a lawyer or doctor who was 
just trying the thing out as a matter 
of experiment without any of the 











training of study and _ experience. 
They wouldn’t think of offering their 
services as a carpenter, mason or 
plumber without having qualified for 
the job by an apprenticeship, and even 
then they would not expect journey- 
man’s wages until they had served time 
and demonstrated their ability. Suc- 
cess in the life insurance business is 
not founded upon the desirs for a large 
income or an easy job. A large in- 
come may demonstrate success, but 
there are no easy jobs in the business 
—for which we are thankful. If writ- 
ing life insurance, if being a successful 
life insurance man was easy, there 
would be so many men in the business 
that agency contracts would be trans- 
mitted by inheritance and inventive 
and creative genius would direct its 
efforts to eliminate the agent entirely 
as an unnecessary middleman. The 
successful life insurance man is one of 
slow growth in study and application, 
and gradually only, is the productive, 
successful agency built up. More 
readily than in any other calling per- 
haps does the earnest, willing worker 
secure a living wage, but it is the man 
who can see the opportunity life in- 
surance affords, for the persistent 
earnest worker ready to give all and 
the best that is in him who secures the 
large and permanent emoluments of 
the business—and he deserves all he 
gets.” 





Ben Thorp, State manager for the 
Federal Life of Chicago in Texas. one 
“f the star producers of the company, 
has written a $100,000 policy on the life 
of John R. Cavanagh, president of the 
Dallas Dry Goods Co. 



























INDUSTRIAL DEPARTMENT 








HOW TO AVOID FINALS. 





A Superintendent Gives His Views on 
Training and System That 
Should be Pursued. 





My system of avoiding finals is as 
fcllows, says a superintendent for the 
Prudential: To final an Agent, if neces- 
sary, before introducing him over a 
debit, as too many men are induced to 
take a position who expect good re- 
muneration without hard and _ intelli- 
gent work. 

An Assistant Superintendent can not 
be too careful in the selection and in- 
vestigation of an applicant for a posi- 
tion with the Company. He should be 
one who stands well in the community 
in which he lives, should be neat, 
bright, intelligent looking and a man 
who has made a success in some form 
or other. The applicant should be 
looked up just as carefully as if you 
were going to employ him to collect 
your own money. 

After the approval of the application 
comes the training. A good way to 
begin is to impress upon the Agent 
that he should not only know, but 
should comply with the dules in the 
Agents’ Manual of Instructions. He 
should be taught how to collect, how 
to reduce arrears, how to canvass for 
and write new business, both Indus- 
trial and Ordinary, the very first week. 

This, of course, must be accomplish- 
ed by demonstration. He must also be 
taught how to keep his own books, and 
should be impressed with the import- 
ance of the responsible position to 
which he has been assigned. 

I spend as much time as possible 
with new men during the first few 
weeks, and endeavor to keep in touch 
at all times with what ecch and every 
one of them is doing. 

4 most important thing is to keep 
men on drawing. The very first week 
that an agent has small writings have 
a confidential heart-to-heart talk with 
him, in order to ascertain just why he 
was not successful in closing more new 
business, and if you think it necessary, 
go out with that man the next week, 
if only for a day, in order to keep him 
in good spirits, realizing that the man 
of good cheer and the right mental at- 
titude will be loyal, resourceful, and 
become self-reliant. He will continue 
to make Increase and be a success in 
the business. If an Assistant Superin- 
tendant will spend the necessary time 
to introduce, educate and properly train 
any new man who is put into the busi- 
ness, it is my opinion that finals would 
be reduced to a minimum. 








GOOD ADVICE TO ASSISTANTS. 
One Who Was a Success Tells of the 
Methods Adopted That Produce 
Satisfactory Results. 





Keep in close touch with your staff, 
Says a successful assistant of the Pru- 
dential. Show them how and where to 
convass; make them thoroughly ac- 
quainted with the contents of the Com- 
pany’s contracts; give them full knowl- 
edge of their detail work and of the 
different forms used by the Company 
in the agency transactions. 

Frequently review the _ collection 
books with the Agent, encouraging its 
neat condition and pointing out that 
it is the Agent’s handy guide in locat- 
ing more new business where there is 
not enough placed on the life and in 
securing applications on the uninsured 
members of the family. This, of 
course, must cover both Industrial and 
Ordinary. 

Follow closely the Company’s rules 
as laid down in the Manual of Instruc- 
tions. Nothing is of more importance 
to the Assistant than a thorough knowl- 
edge of these rules and that he closely 
adhere to them. 

There is one excellent way of pre- 
venting finals, viz., to keep the Agents 


making money. No man is likely to | 
leave hig position voluntarily until he 
sees another one in sight that will pay 
him better. Right here igs where the 
successful Agent comes in. He will 
always be on hand to demonstrate to 
the Agent the unlimited possibility of 
the latter’s present occupation and 
ready to help him increase his earn- 
ings. 

The Assistant should not simply say 
to the Agent, “Go and get the busi-| 
ness,” but rather, “Come, let us go and | 
get it.” In short, the Assistant must | 
devote every energy toward the wel- | 
fare of each member of his staff, and 
keep each one busy making money. 
The Agents will not be slow to re- 
spond to this course of treatment, and, 
in turn, will do everything possible to 
make the Assistant’s position pleasant 
and profitable. The Assistant will en- 
joy their confidence and thereby save 
himself many worriments. 








The experience of 

How He other agents is always 
Worked for an inspiration, espec- 
Success. ially when their meth- 


ods prove successful. 
Realizing this, Editor W. W. Archer of 
the “Standard” published by the Life 
Insurance Co. of Virginia, has the suc- 
cessful representatives of the company 
write of their experience and methods 
so that others may get the benefit. H. 
W. Marks, superintendent for the 
company at Greenville, S. C., says: 

During the thirteen years of my ex- 
perience I have learned that to “Serve 
With Gladness” is the key-note of this 
business, and if each of us as managers 
will set the example, thereby creating 
the hearty good will of every man in 
the district, the results will be far 
above our expectations. We are all 
servants, and, unlike the days of old, 
there is honor in the right kind of 
service. 

Someone has said never try to do 
great things, but do the best things. 
ls: our positions, whether it be agent 
or superintendent, we are prepared to 
do the “best things,’ viz: Persuading 
men and women to do the most un- 
selfish act in the world, that of pro- 
viding for loved ones after death. 

The position of a life insurance man 
is a high and noble one, and every 
Manager must instill this fact in the 
minds of his co-workers and con- 
tinually remind them that no other 
business offers such inducements for 
promotion. He must not only sympa- 
thize and encourage the men in their 
work, but he must be a leader and at 
all times be in their midst in the thick- 
est of the battle. 

When a manager wins the respect of 
his force, confidence will follow, and 
when he has their confidence he can 
command with little fear of friction. 
Fach of us should remember that “he 





who refuses to be commanded can 
never command.” 
To be thoroughly devoted, or, in 


other words, to be in love with the 
ecmpany and its contracts is one of the 
greatest lessons a manager can teach 
bis men. To be at all times ready to 
sacrifice anything rather than see the 
good name of his company besmirched. 
To remember at all times that every- 
body’s business is nobody’s business, 
and by attending to his own business 
strictly and allowing no precious mo- 
ment to slip by unheeded, he will not 
only make for himself an enviable rec- 
ord, but will play his part well in build- 
ing up our grand old company to the 
one hundred million dollar mark. 

Anther important feature is the men 
behind the gun. I refer to the per- 
sonal appearance of each representa- 
tive. As we appear, so does the com- 
pany appear to strangers. 

I insist at all times that every man 
must go neatly clad, and look pros- 
perous, for no person likes to deal with 
a man who wears soiled linen and 
whose clothes appear never to have 
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Its Policies are clear and definite in their provisions and their values are absolutely 
guaranteed 
Te December 31, 1912 $8,470,628.54 
Liabilities. . ce eceeeseeeees December 31, Te Bs . 6,.992.826.85 
Capital and Surplus. rr December 31,19 Y : 1,478,002. 19 
Insurance in For December 31, lvl2 85.903.8: 32.00 
otal Payments to Policyhoiders since Organizatiot suewae 12,! “13 
been in a pressing club. I insist at all la are the bane of an insurance 
times in promptness of office hours, in m life. It means no _ special 
tue strict observance of all rules laid salary, which is a necessary adjunct to 
gown by the home office, as well as an industr insurance agent’s  busi- 
those rules adopted in the district ness. As I said before, a very im- 
office. The promptness in turning portant thing in this business, or any 
over all funds belonging to the com- other, for that matter, is to thoroughly 
pany is, of course, the most essential know your stock in trade, because it 
feature. In short, the manager should is recognized in the commercial world 
teach his men that the funds of the that a man who is not sure of his 
company are sacred, and by so doing goods, or of the house that he travels 
save finals which might result from [f°r, is in a bad way to meet competi- 
deficiency. tion. 
F. W. Schmidt of New Orleans, La., » 8 8 
gives the agents point of view in the Do you know that absolutely 
following: Time! the most valuable thing in 
I have come to the conclusion that Time! the world is time? We be- 
it takes the combined elements of Time! lieve there is more of it 
patietice, perseverance and tact to _ wasted in our business than 
make a success of this or any other ‘2 any other. Perhaps we should say 
business. Of course, he will have to {t costs more to waste time in our busi- 
have the assistance of a salesman "08s than in any other. ; 
thoroughly knowing his business or _ Think of it a moment. You often 
stock in trade. nsure a =e =m y a rview of 
It is up to the agent to show his es) three ager 5 Re our and make 
mettle, and, also, where the qualifica- °Y 5° di & from $25 to $100 o1 
: A 4 Do vou ever stop to compute th 
tions mentioned before come in is , ~catdggeentingy A eagion ot 
when a policyholder who has been SOUrS that are lost, and wonde 
all — r decides to @ ich you would be Worth at tl aI 
paying well before suddently ¢ f the Club year or Nylic year if every 
discontinue. one of them was honestly and intell 
It is a case of recanvassing the busi- eal hone Prag Pes ‘a es a 
ness, showing them what an embarrass- ~ eed | seule P tet naan = 
ing position tney would be in, in the . erte— . a — s 
event of death. Where the only in- pe —— ae oer 
come ig the salary, how much easier ,ornine a whole day. or several days 
it is to pay the weekly stipend than 4, work myself up to a point of athens 
to pay the amount necessary to meet , henever I have anythi e to a0 
all expenses incident to one’s last ill- Do I need a couple of days to think 
ness and funeral. a matter over before I am ready to 
You may not succeed the first time, move? 


but a continuous hammering, with a 
story of someone’s misfortune in hav- 
ing a death, and their good fortune 


in having some insurance, will in- 
variably succeed. 
Another thing that taxes an agent 


is when he sees his arrears go soar- 
ing up. He knows he must bring them 
down, or they will mean lapses, and 


Do I use an hour to do a thing that 
ought to be done in ten minutes? 

Do I consume a day on a matter that 
deserves only an hour's attention? 

Do I waste time at my office desk 
doing routine piffle, reading the papers 
and answering letters, instead of being 
at the desk of the other fellow, as I 
should be? 
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BIDDING FOR PATRONAGE. 


Elsewhere in this issue appears a let- 
ter written by the president of the 
Wichita Association of Life Underwrit- 
ers to the president of a Kansas life 
insurance company relative to the ad- 
vertising methods used by the latter for 
the purpose of securing business. 

The idea employed is an old one, be- 
ing a cartoon picturing a cow fed by 
policyholders in the payment of premi- 
ums, the milking process being under 
the supervision of the “Eastern Money 
King” and the depository of the funds 
the “Eastern Money Trust.” The char- 
acters remind one of a lot of bunco 
artists and certainly would impress no 
one favorably toward life insurance 
either in a home or foreign company. 
‘~The writer of the letter very properly 
says that such advertising reflects upon 
life insurance and hence must have a 
boomerang effect upon the advertiser. 

The “Keep your money at home” plan 
of securing business has not the ele- 
ments of permanency in it sufficient to 
warrant its use by a life insurance com- 
pany. Success will come to the young 
life insurance company to the extent to 
which it is merited, and no more. Citi- 
zens of a State are not going to pay an 
excessive price for an inferior article 
simply because it is manufactured with- 
in their commonwealth. Neither will 
they long pay a considerably higher net 
cost for life insurance in a home com- 
pany than would be necessary to pay 
to companies regularly licensed to do 
business, even though domiciled in 
other States. 

The basis of merit is economic, effi- 
cient management. If the Kansas com- 
pany possesses this, there is no need 
for resorting to deceptive delusions in 
an effort to place business on its books. 








A “PREDETERMINED GOAL.” 








To start out on a business course 
without having some definite purpose 
in view, is tantamount to inviting fail- 
ure. Such a practice places an indi- 
vidual in a condition somewhat similar 
to that of a ship in midocean without 
a rudder, or with a captain who has 
no compass. 


What is true as regards a “business 


life’ applies equally strong to a period 


of that life—a year, quarter, month, 
week or day. In a letter to the field 
force of his Company, Forrest F. 
Dryden, president of The Prudential, 
says: 

In no little degree is your success 

* * * to be ascribed to the 

fact that you journeyed toward a 

predetermined goal. 

Have you a “predetermined goal”? 
In other words have you set for your- 
self a mark of attainment? If not you 
have no way of determining whether 
you are rendering a good account of the 
time at command. 

In like manner there is a lack of in- 
centive. Fix a goal and strive to reach 
it. Be honest with yourself. 





THE VALUE OF TIME. 


In the current number of “Lifeman,” 
J. L. Babler, vice-president of the Inter- 
national Life, has the following to say 
relative to the need for utilizing all the 
time at one’s command: 

“Faster time!—faster time!—is the 
erder of the hour! It’s the word sent 
up and down the line to-day in every 
business! Make faster time or you 
can’t stay in the race for greater suc- 
cess! The command is imperative! It 
must be obeyed or out of the race you 
go! You can obey this order of the hour 
if you only will! You can increase your 
speed! Other workers are doing so! 
You can too! Look sharply to every 
step in your work, every point about it, 
until you see how you can make faster 
time! For—make faster time you 
must! It doesn’t mean hurting yourself 
one bit! The locomotive engineer mak- 
ing sixty miles an hour every day is 
usually a fat and jolly fellow! He uses 
his brains! Keeps them stuck tight to 
his business! That is the secret! 


Hartford Institute Lectures. 





The Insurance Institute of Hartford, 
Conn., provided a series of lectures by 
prominent persons on liability and com- 
pensation insurance during the early 
part of the year and these valuable 
lectures are now available in book 
form. The course gave a comprehen- 
sive resume of these branches of in- 
surance, and in paper covered book 
form they may be obtained from Secre- 
tary J. F. Noonan, 60 Prospect St., 
Hartford, at 60 cents each or 50 cents 
each in lots of 25 or more. 


International Bureau Favors Idea. 





In view of the World’s Insurance 
Congress to be held at San Francisco 
during the Panama-Pacific International 
Exposition, the European International 
3ureau of Insurance decided on to hold 
a gathering of agents and brokers dur- 
ing 1915. The Bureau further decided 
to recommend “that each of the asso- 
ciations of which it is constituted should 
bring the World’s Insurance Congress 
before their members.” 


SAYS AWAKENING IS NEEDED. 





(Concluded from page 7.) 

be, if present conditions in many direc- 
tions were to continue! Besides these 
new men that are to take our places, 
there is an army of agents to be em- 
ployed by them, whose number cannot 
well be foretold. I see them in their 
struggles and in their trials. I see them 
during their educational periods. I see 
them in their successes and in their 
failures. I see thig grand army of men, 
full of earnest endeavor, marching on 
to the noblest of victories, when there 
shall be emblazoned upon the banner 
under which they march, that impera- 
tive, that all-important, that most in- 
spiring, that character evolving motto: 
Life Insurance Commissions for Life 
Insurance Men Only!” 





DESIRABLE INVESTMENTS. 


Stocks of the Well Managed Hartford 
Insurance Companies Are Closely 
Held. 


Little trading is reported in the stock 
of the various insurance companies of 
Hartford, holders of the shares of 
these well managed and prosperous in- 
stitutions apparently being content 
with their investments. 

Although the early days of July as a 
rule witness numerous changes in the 
Hartford stock market, few transfers of 
insurance shares. were recorded chis 
year although changes in banks and in- 
dustrial corporation securities were nu- 
merous enough, while the quotations 
of Aetna (Fire) Insurance, Company, 
National Fire Insurance Company, 
Standard Fire Insurance Company and 
Connecticut Fire Insurance Company 
remain practically unchanged stock of 
the Hartford Fire Insurance Company 
has been the more active, recent sales 
ranging from $695 to $700 a share. 
Phoenix (Fire) Insurance Company has 
also been in demand, 325 being bid. At 
the moment the only stock offered is 
The life stocks have been quiet, 
with very few transactions, principally 
in Travelers Insurance Company at 
$570 a share. There are no changes in 
the quotations of the various local 
bank stocks. 

Recent quotations for stock of the 
Ccnnecticut companies were as follows: 

Fire Companies. 


us ini 
ai vov. 


Bid. Asked. 
Aetna Fire, $5,000,000........33% 
Conn. Fire, $1,000,000........ 360 oer 
Hartford Fire, $2,000°000....690 795 
Hartford St. Boiler, $1,000,000300 bs 
National Fire, $2,000,000.....343 360 
Phoenix Fire, $2,000,000.....325 =o 
Standard Fire (par 50), $500,- 


GUN na tdeavtemncanaceess bon 80 90 
Life and Casualty en 
Aetna Life, $2,000,000...... ; 48U 


Aetna Life Rts., full paid.. ... 480 
Aetna Acci. & Lia., —- 250 270 
Conn. Gen. wife, $400,000....495 ae 
Travelers, $5,000,000.......-- F 57d 





Transactions of Actuarial Society. 


The volume of the published proceed- 
ings of the Acturial Society of America, 
at its annual meeting held May 15 and 
16, has been issued and is being dis- 
tributed to the members. This contains 
the valuable addresses delivered and 
the written discussions that were pres- 
ented. 





Stocks Held by Mr. Morgan. 





A partial list of the stocks held by 
the late J. Pierpont Morgan shows that 
he owned the following insurance secu- 
rities: 

250 Aetna Insurance Co. 

260 Hartford Fire Insurance Co. 

200 Standard Fire Insurance Co. 

100 Commonwealth Life Insurance Co. 


A volume replete with information 
regarding the insurance business in all 
of its branches is The Insurance Al- 
manac, newly published by the Under- 
writer Printing and Publishing Com- 
pany of New York. The facts given 
have been culled with rare judgment 
and very conveniently arranged. The 
work will unquestionably make a place 
for itself in the business and become a 
regular fixture. 





The Travelers Insurance Co of Hart- 
ford has issued for distribution among 
its patrons, an interesting and instruc- 
tive handbook on the equipment ana 
operation of elevators. The book, which 
is of handy pocket size, was prepared 
by the Engineering anu Inspection Di- 
vision of the company. 





R. G. Oelers, Jr., until recently secre- 
tary of the American Union Fire, of 
Philadelphia, and prior thereto a local 
agent at the Quaker City, has been 
appointed a special agent for the First 
National Fire, of Washington, D. C. 





OF PERSONAL INTEREST 











John I. D. Bristol, manager of the 
New York city agencies of the North- 
western Mutual Life Insurance Co., like 
many other eminently successful men, 
has a varied genius and shows many 
brilliant sides. At the banquet of the 
Life Underwriters Association of Indi- 
ana, held last week at the Denison 
Hotel, Indianapolis, he delivered a 
rousing speech and in connection with 
it he launched the following stirring 
poem: - 


Men of a coming profession! 
3y your strength of mental might 
You wield a mighty power 
To change the wrong to right! 
You banish darksome Poverty 
With the sunlight of your truth 
That shines in golden gladness 
O’er homes of age and youth. 
You clothe the child of genius 
With Education’s dress; 
You break the blow of Want 
With Plenitude’s caress. 


You ask of Prudence and of Love, 
In Life’s producing years, 

To guard Home’s holy circle 
’Gainst Poverty’s blig hting fears, 
That Beauty there may ever dwell, 
’Mid Sculpture, Song and Art, 

And Purity ever linger, 
Her blessings to impart. 
You save the estates of men 
With your protecting care; 


The nation’s wealth you average 
With Prudential’s equal share. 
Your policies endow with books 
The Libraries of the world, 
And colleges have their birth 
Where your banners are unfurled. 
Evolution’s missionaries 
In the paths of human thought! 
A million homes are yet to feel 
The blessings you have wrought. 


Your daily work is founded 
On the Brotherhood of Man; 
Its corner-stone was laid 
When Benevolence began. 
It has no dying day to try 
The heart with tears and grief; 
Its creed can have no battle 
With doubt or unbelief; 
The world is your congregation— 
Press on, you Ministers of Good, 
Until all men shall know the plea 
Of this noble brotherhood! 





When the party of Russian visitors 
who are now touring this country as 
delegates of the Society of the Promo- 
tion of Technical Knowledge in Russia, 
visited Hartford recently, among the 
things that pleased them was the new 
building being constructed there for the 
American branch of the Rossia Insur- 
ance Co. of St. Petersburg. Carl F. 
Sturhahn, United States manager of the 
Rossia, was among those who greeted 
the Russian visitors on their arrival at 
Hartford. 


C. B. Roulet Joins National. 


C. B. Roulet, formerly in charge of 
the Texas Rating and Inspection Bureau 
and previously with the National 
Board's inspection department, has 
joined the large risk department of the 
National of Hartford. 


California General Agents. 


Following the admission of the lately 
formed Chicago Bonding and Surety 
Company of Chicago into California, 
Edward Brown & Sons of San Francis- 
co, have been appointed its general 
agents for the State. 





Frankfort on the Pacific Coast. 


W. L. McConnell of Los Angeles, for- 
merly Southern California manager for 
the Pacific Surety has been appointed 
general agent of the Frankfort General 
for Southern California and Arizona. 
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MUST ADMIT LICENSED AGENTS 


NEW RULE OF MIDDLE DEP’T. 





Pennsylvania Local Bodies Must Amend 
Their Rules in Conformity With 
Court Decree, 





By an overwhelming vote members 
of the Underwriters Association of the 
Middle Department at their recently 
held meeting at Atlantic City, refused 
the request of the Scranton Board that 
rates and schedules be denied a local 
agent outside the board, and instead 
adopted a resolution urgently request- 
sug all local associations throughout 
Pennsylvania to amend their respective 
rules in accord with the decision of 
the court in the Allegheny County 
Board case. The substance of that de- 
cision was that to refuse facilities for 
husiness-getting to an agent who had 
been duly licensed by the State and 
held the commission of a company be- 
jonging to the Underwriters Associa- 
tion of the Middle Department would 
be tantamount to conspiracy, and in 
violation of law. 

Scranton Board was represented 


clear 


The 


at the Middle Department gathering, 
and its version of the case under re- 
view given very careful attention by 


the special agents. Despite the skill 
with which its position was presented, 
the governing association yet held that 
the attitude of the Scranton Board if 
persisted in could only lead to serious 


trouble, and the special agents with 
but few exceptions opposed it. 

The cause of the trouble is under- 
stood to have been the insistence by 


the citizens of Missouri that its repre- 
sentative at Taylor (a suburb of Scran- 
ton), who had not been granted mem- 
nership in the Scranton Board be yet 
supplied with Middle Department rates 
ind rules. 





AGAIN SUFFERS DEFEAT. 


Market Value Clause as Applied to 
Whiskey Losses Defeated by 
Middle Department. 


For the third or fourth time the pro- 
position to settle losses on whiskey 
warehouses upon a market basis, was 
defeated at the latest meeting of the 
Underwriters Association of the Mid- 
dle Department, though by a very nar- 
row majority. 

Advocates of the measure at once 
gave notice of their intention of bring- 
ing it up again, at which time they are 
confident the clause will be approved, 
fer at each test of strength, those 
favorable to its-passage have increased 
in number. 





Whiskey Warehouse Rates Unchanged. 

Rates upon whiskey in bonded ware- 
houses throughout the Middle Depart- 
ment will remain unchanged, the sug- 


gestion that they be made to conform 
to those charged in Kentucky having 
been decisively defeated at the latest 
meeting of the Underwriters Associa- 
tion of the Middle Department. 

While this class of hazard was high- 
ly profitable to the companies at one 
time, losses of late have been numer- 
ous, and special agents argue present 
rates are none too high, if indeed, they 
are high enough. 





NEEDLESS INSPECTORS. 





Hereafter Those Called for in New 
York Suburban Territory Must be 
Paid for by Applicant. 


Members of the Suburban Fire Insur- 
ance Exchange of New York have been 
notified that in an effort to check the 
needless inspection of properties 
throughout the territory of the or- 
ganization with the heavy aggregate ex- 
penses caused thereby the following 
rule has been adopted by the executive 
committee and will be strictly enforced: 

“When an inspection for alleged im- 
provements in risk is made and it ap- 
pears therefrom that the improvements 
have not been made or that access can- 
not be obtained to the premises or that 
for any other reason the desired inspec- 
tion was needless and should not have 
been asked for, the manager is author- 
ized to charge the member, agent or 
broker who requested the inspection, 
such sum as will reimburse the Ex- 
change for the expense of making the 
same, and further inspections of the 
risk may be refused until such charge 
for unnecessary inspection is paid.” 





VICTORY FOR COMPANY. 


Commercial of Washington Success- 
fully Pleads Violation of Policy 
Condition by Assured. 





That the conditions of fire insurance 
policies were made to be observed by 
bc th parties to the contracts and could 
rot be violated with impunity by the 
assured any more than they could by 
the company, was the defense success- 
fully offered by the Commercial Insur- 
ance Company of Washington, D. C., 
in a suit recently brought against it at 
Passaic, N. J. 


The plaintiff in the case, Samuel 
Kaplan, demanded payment of $542, 
the amount of a loss suffered in No- 


vember last year. The Company refus- 
ed payment contending that the assur- 
ed had violated that provision of the 
policy forbidding the taking of “other 
insurance without permission.” After 
leaving the evidence the court directed 
that Kaplan be given a verdict for the 
unearned premium, $8.75, which was 
done. 

H. Kramer, a well-known adjuster of 
New York city, handled the case for 
the Commercial 


REVIEWS INSURANCE SITUATION. 
Gives Outline of Legislation He Will 

Recommend—Advocates New Rat- 

ing Measure. 

In a statement in which he reviews 
the insurance situation in Missouri and 
outlines the scope of legislation that he 
will recommend for enactment, Gov- 
ernor Major says: 

“This is a good time to take a view 
of the larger aspects of the situation. 
It is unfortunate that the companies’ 
misunderstanding of the Orr law and 
its bearings has concentrated public at- 
tention upon what is relatively a small 
matter to the neglect of certain things 
in the insurance situation which the 
citizens of Missouri ought to be think- 
ing of and making up their minds 
about. Instead of worrying over a pro- 
vision in a new law which simply makes 
explicit what was implicit in the old, 
the companies ought to be co-operating 
with policyholders and State authori- 
ties to bring about at the next regular 
session of the State Legislature the 
adoption of a program of constructive 
legislation which would reduce fire 
waste, thus benefiting the companies 
along with the public. 

“The State authorities have not thus 
far discussed this aspect of the ques- 
tion. The companies have gently hint- 
ed that our interpretations of the law 
were wrong and our positions unten- 
able. The State’s officials have had no 
desire to be contentious, and have quiet- 
ly waited for judicial determination of 
the questions upon which they had the 
bonor to differ from the view of the 
companies. Now that such unmistak- 
able determination has been had of the 
principal matters at issue, it seems a 
good time for a brief and dispassionate 
review of the situation—a review not 
only of the matters immediately in con- 
troversy, but of the general question 
of the relation of fire insurance in Mis- 
souri to public welfare. 

“The insurance companies have trans- 
acted business in Missouri under our 
present anti-trust statute for about 
eighteen years. We have had our val- 
ued policy statute since 1889, or twenty- 
four years, and the law authorizing 
the taxing of attorneys’ fees in certain 
cases was enacted in 1889, or fourteen 
years ago, and the statute authorizing 
10 per cent. damages for vexatious lit- 
igation on the part of insurance com- 
panies was enacted in 1865, or forty- 
eight years ago, and the companies 
have done business under these laws 
successfully until now. 

“In 1911 the Legislature passed the 
Oliver law. Every insurance company 
immediately claimed the Oliver law re- 
pealed the anti-trust statite in so far 
as it applied to insurance companies, 
and that they were free to do as they 
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ieased in reference to agreements. 
The State, however, through its various 
officers, informed the companies they 
were mistaken as to their conclusions 
of law in respect to the companies be- 
ing relieved from the operation of the 
anti-trust statute. The companies, un- 
der the Oliver law, agreed among 
themselves upon rates and greatly in- 
creased them in many parts of the 
State. The last Legislature, respond- 
ing to a general demand throughout 
the entire State, repealed the Oliver 
law, there being, I believe, only three 
votes against the repeal in the House. 
There were two Orr bills—one repealed 
the Oliver law and the other merely 
re-enacted the old anti-trust statute, 
because the companies claimed the 
Cliver law had repealed same.. In this 
law re-enacting the anti-trust statute 
is found the new section as to a prima 
facie case, which, however, is only de- 
claratory of what the law was and is 


to-day. 
“The State cares nothing whatever 
for this new section. The law would 


be the same with or without it. The 
State is indifferent as to whether the 
court would hold the section legally or 
illegally adopted, as it is without value 
one way or another. 

The things which the section states 
would constitute a prima facie case 
would constitute one without it, and 
this has been the law for many years, 
as declared by the Supreme Court. 
After these two laws were passed the 
insurance companies came forward with 
objections. Their objections were as 
follows: First, they objected to being 
placed back under the anti-trust stat- 
ute, as they claimed they had been 
from under it for two years. In this, 
however, they were mistaken. Second, 
the companies objected to our full 
value statute; third, to the statute 
allowing attorneys’ fees taxed as costs 
in certain cases; and fourth, to 10 per 
cent. damages being taxed against them 
in cases found to be vexations. They 
insisted that these laws must be re- 
pealed, and demanded an extra session 
of the Legislature. These laws, as I 
stated in the beginning, have been upon 
the statute books from sixteen to forty- 


eight years, and consequently are not 
new legislation. 
“The companies met in Pittsburgh 


and in Philadelphia and agreed among 
themselves to suspend business in 
Missouri on April 30, 1913, and to re- 
fuse to write business in Missouri until 


the insurance laws were repealed and 
made satisfactory to them by the 
Legislature. Realizing they could do 
nothing singly, they agreed to combine. 
This agreement, entered into by the 
companies in these two cities, was the 
most open violation of the anti-trust 


statutes I have ever known, or of which 
I have read in the jurisprudence of any 
State. The were open in 
their agreement because they supposed 
there was no anti-trust statute in Mis- 
14.) 


companies 


(Continued on page 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
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COMMENTS BY THRASHER HALL 


ing Independent Adjusters—Their 
Days Numbered. 





Thrasher Hall the well known ad- 
juster of Chicago, has issued a letter’to 
ali companies and agencies for whom 
he has heretofore done work, advising 
them that hereafter he will act as an 
adjuster for the assured. Mr. Hall once 
before changed over to be an adjuster 
for the assured and for this reason he 
headed his letter “Positively My Last 
Farewell Address.” 

Mr. Hall will be associated with 
Joseph Fish as Fish & Hall. The letter 
contains interesting comments on the 
business. He said in part: 

“What I wish to emphasize is the fact 
that regardless of how well informed 
one is in this adjustment business, the 
maximum net returns are about $7,000, 
that is, if one be a top-notcher, with the 
prospects of the future bringing a de- 
creased rather than an increased annual 
income. This is due to the system in 
vogue of the companies forming adjust- 
ment bureaus, of which they are stock- 
holders and, therefore, a part and par- 
cel. These bureaus are far better equip- 
ped to give the companies the service 
they require and at much less expense 
in the adjustment of losses than is any 
independent adjuster, and: they now 
dominate nearly all adjustments, and 
while they are not perfect by any 
means, yet these imperfections are be- 
ing: overcome and the time is not far 
distant when they will be as near per- 
fect as it is possible to make them. 

“The bureau in this section is par- 
ticularly well managed and have the 
strongest corps of adjusters it is possi- 
ble to obtain. They are constantly af- 
ter business and are gradually winning 
over the companies, thus undermining 
in a legitimate way the foundations or 
props supporting the independent ad- 
justers. For instance, in the largest 
agency for whom I adjust losses, which, 
by the way, is one of the largest in 
Chicago, first their surplus line com- 
panies instructed them to have the ad- 
justment bureau adjust their losses, 
not because of any dissatisfaction with 
or criticism of my work, but for the 
reason the bureau is prepared to handle 
their losses throughout the West, 
whereas my work was confined to the 
city of Chicago, and consequently it 
was but fair to give the bureau the 
Chicago losses; and for the same rea- 
sons the largest company in that 
agency and the one that writes as much 
on a risk as nearly all the other com- 
panies in the agency, and whose ad- 
justments I formerly had, now say 
‘whenever the bureau is on a loss they 
must have the representation of our 
company,’ and that means the bureau 
will get a strong representation on 
many losses they would not have got- 
ten at all but for these orders. I do 
not blame the bureau for this nor the 
said company; on the contrary, I 
greatly appreciate what patronage they 
have given me, and this, too, notwith- 
standing their action has caused me a 
heavy loss. 

“Another possible cause for alarm as 
to a falling off of receipts of independ- 
ent adjusters in the future is the weed- 
ing out of small companies by reinsur- 
ance and failure, due to drastic laws 
passed by the various State legisla- 
tures which has had the effect of mak- 
ing the strong stronger, the weak 
weaker, thus verifying the old biblical 
aphorism, ‘to him that hath shall be 
given, but to him that hath not shall 
be taken away even that which he hath,’ 
and the same rule applies to us inde- 
pendent adjusters, for the companies 
and, therefore, our patrons are growing 
fewer every day. 


“The independent adjuster’s days 


are numbered; the companies have a 
new system which is gradually sup- 
planting them. If I could see my way 








clear toward maintaining an income 
equal to that of last year, I would 
gladly remain in the service of the 
companies, but I am convinced that 
five, certainly not more than ten years, 
will see the independent adjusters 
relegated to the adjustment of individual 
losses. This may sound pessimistic, 
but I have felt the effect of the sand 
slipping from beneath my own found- 
ation, and I have made some observa- 
tions as to the condition of others. 
Hence at fifty-two years of age the 
company side of the question is not 
flattering. My education was gained in 
the service of the companies, I have 
held every position in a local and gen- 
eral agency from office boy to local, 
special and general agent. Was special 
agent and adjuster for such companies 
as the Western Assurance, Springfield 
Fire & Marine and London Assurance. 
After that was adjuster for assured fif- 
teen years, then went back to the com- 
panies in 1908, and I trust in going 
back into the business of adjusting for 
the insured, to so conduct myself 
that no company will hesitate to place 
their interests in my hands in case it 
has some important loss, or other mat- 
ter, needing the attention of a capable, 
honest adjuster. 

“Of course I am not soliciting adjust- 
ments from the companies, but the oc- 
casion may arise when I can be of some 
assistance to some of my friends among 
the companies and if it does it will be 
my pleasure to do anything I can for 
any of them consistent with my ideas 
of the properties. There is really no 
legitimate reason why an adjuster 
should not adjust a loss for the com- 
panies one day and for the assured the 
next, so long as he doesn’t attempt to 
represent both sides on the same loss. 
A lawyer fights you one day, and rep- 
resents you the next. The constant em- 
ployment by one interest, the looking 
at things from one viewpoint through 
the same glasses, has a tendency to 
contract and narrow one’s views.” 


DEP’T STORE SELLS POLICIES. 





Shepard Co. of Providence Goes Into 
Insurance Business in all 
Branches. 





The Shepard Company, one of the 
argest department stores in Provi- 
dence, R. I, has stirred up insurance 
men there by the following advertise- 
ment: “Another innovation in the 
Shepard Store—we announce the open- 
ing of our insurance department—life, 
accident, health, fire, marine. We have 
opened this department as another con- 
venience for our customers. It is locat- 
ed on the first floor, adjoining our real 
estate exchange. 

“Mr. Harold A. Mackinney, agent, 
also manager of the Aetna Life Insur- 
ance Company (accident and liability 
department) nd the Aetna Accident 
and Liability Company of Hartford, will 
have the management of this depart- 
ment. We will also have an excellent 
organization for handling life, fire, 
marine, cargo, use and occupancy, rent, 
automobile, burglary, theft, motor boat, 
tornado—in fact, all kinds of insurance. 
The Shepard Company, Insurance Office. 











Net Surplus $14,049,370. 





With total assets of $26,528,483 the 
Continental Insurance Company’s net 
surplus on July 1, was $14,049,370. Other 
important items in its statement were 
the following: unearned premiums,$9,- 
326,124, losses in process of adjustment, 
$587,263; all other claims, $315,725; re- 
serve for contingencies, $250,000; cash 
capital, $2,000,000; total liabilities, $12,- 
479,112, 





Passaic Fire Chief Angry. 





Incensed at the apparent indiffer- 
ence of the Erie railway to the fire de 
partment needs of Passaic, N. J., Fire 
Chief R. H. Bowker has written the 
railway officials saying in future “the 
department would have no considera- 
tion for the railroad’s inconvenience.” 
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GATHERING OF COMMISSIONERS. 





National Convention to Hear Interest- 
ing Addresses Touching 
on Supervision. 





The National Convention of Insur- 
ance Commissioners will meet at Bur- 
lingon, Vt., July 29 to August 1, in- 
elusive, when important matters hav- 
ing to do with supervision will be dis- 
cussed and a number of important ad- 
dresses have been arranged for dealing 
with vital insurance questions. The 
program as arranged thus far follows: 

FIRST DAY. 

Address of welcome. 

Response by Vice-President J. R. 
Young, North Carolina. 

Roll call. 

President’s address, Hon. F. H. Hard- 
ison, Massachusetts. 

Call of committees. 

SECOND DAY. - 
Agents’ Day. 

“Qualifications of Agents,” by Hon. 
Robert J. Merrill, New HampS$hire. 

Supervision of Agents. 

“Health and Accident Agents,” by 
Hon. Henry D. Appleton, New York. 

“Fire Insurance Agents,” by Hon. J. 
L. Bleakley, Iowa. 

“Life Insurance Agents,” by Hon. J. 
T. Winship, Michigan. 

Summary of their State laws in re- 
spect to the supervisory control of 
agents by the commissioners of the 
following States: Connecticut, [lli- 
nois, Massachusetts, Michigan, Missis- 
sippi, Minnesota, Montana, North Caro- 
lina, South Carolina, Virginia, West 
Virginia. 

Discussion of papers. 

Reports of committees. 

THIRD DAY. 
Fire Insurance. 

“Insurance Education,” by Hon. J. A. 
0. Preus, Minnesota. 

“Overinsurance,” by 
Keating, Montana. 

“Underwriters’ Agencies,” by 
Jos. Button, Virginia. 

Discussion of papers. 

Reports of committees. 

FOURTH DAY. 
Workmen's Compensation. 

Papers to be read by commissioners 
of the following States: California, 
Connecticut, Idaho, Illinois, Louisiana, 
Massachusetts, Michigan, Nebraska, 
New Hampshire, New Jersey, New 
York, Ohio, Pennsylvania, Utah, Wash- 
ington, Wisconsin. 


Hon. William 


Hon. 





RE-RATING LOUISVILLE. 





Revised Schedule to be Applied to the 
City Properties—Work in Smaller 
Centers About Completed. 





Having largely completed the re- 
rating on every town of over 500 inhabi- 
tants in Kentucky, except Louisville, 
Newport and Covington, experts of the 
Kentucky Actuarial Bureau will, on 
August 1, start work in Louisville. 
All risks in the city will be specifically 
rated, credits for improvements or 
charges for deficiencies being made ac- 
cordingly to the revised schedules. If 
is figured that fully two months will 
elapse before the re-rating of Louis- 
Ville will be finished. 

Clem. E. Wheeler, manager of the 
Bureau is giving its operation his clos- 
est personal attention. 





Inspections. 





That a large number of insurance 
journals are questioning the benefit of 
inspections (we spell it with a big I) 
because of the cost, the work and worry 
to the agent or broker, and last, but 
not least, the intrusion on the appli- 
cant, is a surprise to the old-time insur- 
ance man, who believes in inspection. 

The cost in towns and cites of in- 
specting risks of $4,000 or under should 
Not exceed 50 cents each. Much of the 
work could be done by an expert un- 


derwriter at a cost of 25 cents each | 


risk. 
_ The expert inspector would not fill | 
out a schedule of household goods or 
make plans or specifications of a build- | 
ing to be passed on by a desk man; he | 
would report his estimated values, and 
whether he liked the risk or not, and 
his verdict to carry would be the law 
of the office. 

If he decided to reduce, or to cancel, 
be would do so there and then, and 
would not report “Agent ordered to 
cancel,” or “Agent ordered to reduce,” 
or to “Reduce on renewal.” 

In these days of how a city man can | 
get rich on ten acres—he being told 
that the crops grow while he sleeps, 
but is not told that the mortgage out- 
grows the crops—the special agents 
n:ust pay particular attention to inspec- 
tion of buildings on contract for deed 
farms, and must keep in mind that the 
cost of such improvements is much 
higher to the amateur farmer than to 
the experienced man, and that to save 
trouble in adjustment a sixty-five per 
cent. of cost should be the limit of the 
insurance. 

The agent and the special should 
keep in mind, but should not whisper 
it. that tempting an unlucky fellow-man 
to carry off improvements, from his 
boom land investment in his vest pock- 
et, is not carrying out that part of the 
“Lord’s Prayer” which says, “Leads us 
not into temptation.” Inspect! Inspect! 
Ipspect!—‘Firemans Fund Record.” 





MARINE LOSSES HEAVY THIS YEAR 





May Prove as Disastrous as 1912, Which 
Included the Great Titanic 
Disaster. 





Dispatches from London indicate that 
marine underwriters expect this year 
to be a disastrous one and almost if not 
quite as heavy in losses as 1912, in 
which the great Titanic went down. 

The total claims against Lloyd’s un- 
derwriters for the last six months are 
semi-officially returned at £3,876,400, 
or £62,700 more than for the corres- 
ponding period of 1912. Actually it is 
believed the total will work out at about 
£5,000,000 for the last six months, 
against approximately £4,000,000 for 
the first half of 1912. 

January of this year was a very bad 
month, the total claims of about £1,- 
500,000 being about three times that of 
the first month of 1912. February, May 
and June were also particularly un- 
licky months; but for April the total 
was only £180,000, as compared with 
£1,800,000 for April, 1912, when the 
Titanic went down. 

The only factor operating against 
these adverse events is the higher pre- 
miums being obtained by underwriters, 
but these of course do not offset the 
figures mentioned above. 





Cc. A. PALMER HEADS COMPANY. 





Former Insurance Commissioner of 
Michigan Elected President of 
Inter-State Fire. 


Calvin A. Palmer, former insurance 
commissioner of Michigan has been 
eiected president of the Inter-State Fire 
Insurance Co. of Detroit. This is a new 
company which has been successful in 
placing stock through local agents. The 
other officers are Vice-President C. O. 
Davis, who was formerly a local agent 
in Cleveland and Cincinnati and Secre- 


tary William A. Eldridge, who is vice-- 


president of the Parker Bros. & Co., 
local agency at Detroit. 





Hagerstown’s Water Supply Deficient. 





The mayor and council of Hagers- 
town, Md., filed a petition with the 
Maryland Public Service Commission, 
requesting that the Washington County 
Water Co. be compelled to furnish bet- 
ter fire protection to the city. A hear- 
ing will take place in the latter part 
of July. 











Special Reserve Fund 


Total Assets 
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FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Ohartered in 1846 


Capital Stock - - 
Liabilities - - - 


Net Surplus - - 


- $1,000,000.00 
- 5,431,072.05 
« 300,000.00 
- 3,135,102.52 


$9,866,174.57 


C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 























OLDEST AGENCY ABSORBED. 





D. A. Henderson & Co., Camden, N. J., 
Purchase Business of John W. 
Cheney & Co. Agency. 


D. A. Henderson & Co., of Camden, 
N. J., established in general insurance 
lines for twenty-one years, have ac- 
quired the interests and business of 
the John W. Cheney & Co., agency, 
the oldest office in South and West Jer- 
sey. Mr. Cheney, who has operated 
the agency for thirty years, will con- 
tinue actively with the new owners. 
The facilities of D. A. Henderson & 
Co. will be enlarged and improved by 
removal to the Cheney offices, at 305 
Market street, after being remodeled 
and modernized. 

Since the merger D. A. 
& Co. are the accredited representa- 
tives of the following companies in the 
fire branch: Aetna; 
American of Newark; 
Camden Fire; Citizens, of St. Louis; 
Commercial Union, of London; 
mercial Union Fire of New York; 
Farmers Fire, of York; German Ameri- 
can, of New York; Globe & Rutgers 
Fire; Hanover Fire; Hartford Fire; 
Home, of New York; Liverpool & Lon- 
don & Globe; London Assurance: 
sachusetts F. & M.; 
Traders; National 


Mechanics & 
Fire, of Hartford; 
National Lumber; New York Under- 
writers Agency; 'Niagara-Detroit Un- 
derwriters Agency; Niagara Fire; Nord 
Deutsche; North British & Mercantile; 
Pennsylvania Fire; Peoples National 
Fire; Phoenix, of Hartford; Phoenix, 
of London; Prussian National; Roch- 
ester-German Underwriters, Royal; 
Scottish Union & National; and Svea. 
Sole agency representation in Atlantic 
City, N. J., is held for the American 
of Newark; Citizens, of St. Louis; 
Globe & Rutgers; Mechanics & Traders 
and Scottish Union & National. The 
companies represented in miscellane- 
ous lines are the Standard Accident 
and the New Jersey Fidelity & Plate 


Glass. The firm is composed of 
David A. Henderson and William E. 
Massey. 





GET CONTROL OF COLUMBUS CO. 





Interests Back of American Bankers 
Security of Chicago Take Over 
Equitable Casualty. 


Interests identified with the Ameri- 
ean Bankers Security Co. of Chicago, 
have secured control of the Equitable 
Casualty & Bank Depositors Guarantee 
of Columbus and it is stated that the 
name of the latter company will be 
changed to the American Guarantee 
Co. and it will be reorganized. 





Given Benefit of Protection. 





A recent ruling by the executive com- 
mittee of the Suburban Fire Insurance 
Exchange holds “that if a risk located 
outside of protected boundaries as pub 
lished by this Exchange is nevertheless 
within 500 feet of a hydrant located 
within such boundaries and within 
limits covered by an approved fire de- 





Henderson | 


Agricultural; | 
Caledonian; | 


Com- | 


Mas- | 


partment, it may be regarded as pro-| 


tected and the protection warranty 
need not be attached to policies.” 


| 
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FIRE INSURANCE COMPANY 
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ORGANIZED 1859 


Statement, January 1, 1913 


Cash Capital..... $1,000,000.00 
Rs gacaces ss 7,218,762.27 
Net Surplus 2,613,814.88 
Surplus for Policy 

Holders ....... 3,613,814.88 


HEAD OFFICE 
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MISSOURI GOVERNOR’S STAND. 

(Continued from page 11:) 
souri controlling them, as they had been 
so advised by their attorneys. Carrying 
out these agreements, the companies 
suspended business in Missouri on 
April 30, thus carrying into effect their 
illegal agreement. 

“This having been done, the Attorney 
General instituted suit against the com- 
panies, setting out the agreement which 
the companies declared they had made, 
and charged that the same violated the 
anti-trust statute of Missouri. The 
lawyers for the companies filed a de- 
murrer, and in their brief and argument 
declared there was no anti-trust statute 
ii Missouri applying to insurance com- 
panies, so under this statement there 
is no wonder there was difference of 
opinion. The Supreme Court sustained 
the State and its officers in every con- 
tention advanced and upon every 
ground contended for. The Supreme 
Court said the Oliver law of 1911 had 
never repealed the anti-trust statute, 
and that the insurance companies were 
ncw and had always been subject to 
its provisions, and that the Orr law re- 
enacting the anti-trust statute was a 
useless performance upon the part of 
the Legislature. So the contention of 
the insurance companies that they did 
not wish to go back under the anti- 
trust statute, is disposed of by the court 
when it said they had never been taken 
from under its supervision. 

“The Supreme Court has told the 
cecmpanies that their confessed agree- 
ment is in violation of the laws of this 
State. There is no defense which the 
companies can make, because they 
cennot now deny they made the agree- 
ment and placed same in force and 
operation. Although the agreements 
made between the companies took 
place in Pittsburgh and Philadelphia, 
yet as the overt act under the agree~ 
ment was carried out in Missouri, and 
the companies did suspend on April 30, 
pursuant to the agreement that under 
the law, is the same as though the 
persons had met in Jefferson City and 
entered into same. Our anti-trust stat- 
ute has both a civil and criminal side. 
This agreement has. violated’ the 
statute, both civilly and criminally. 
Those who participated in the meeting 
and agreement have committed a crime 
under our statutes, and can be indicted 
end prosecuted here. 

“Affidavits filed by the companies in 
he years 1911 and 1912, made under 
the belief that the anti-trust statutes 
did not apply to the companies, again 
have been in violation of the law, and 
the penalty can be visited upon the 
makers. These companies and the in- 
dividuals entering into these agree- 
ments, by refusing to listen to whole- 
some advice, are placed in a grave 
situation. I apprehend that the com- 
panies will now abandon the agree- 
ments which the court said to them if 
made was illegal and in violation of the 
laws of the State and commence busi- 
ness again. 

“The State of Missouri has not un- 
dertaken to play any game with the 
insurance companies nor to deal harsh- 
ly with them, but as determined to pro- 
tect the people and maintain the dig- 
nity and honor of the State. They have 
done business for years under the laws 
just exactly as they are, without trou- 
ble, and have made money. The com- 
panies do not give a full accounting of 
profits. They place the amount of fire 
loss at so much, and their operating ex- 
penses at so much. They then account 
for the premiums received, but do not 
account for the interest received on 
many millions of unearned premiums 
loaned by them. They collect premi- 
ums in advance on property for say 
iiree or five years, and loan it at a 
good rate of interest, but in their fig- 
ures do not account for same. The in- 
erest they receive on the unearned 
premiums is enough itself to pay a 
handsome dividend. 

“The total fire loss on property in- 


sured in Missouri is less than $6,000,- 
000 annually, while the premiums col- 
lected are over $9,000,000 annually, say- 
ing nothing about the interest received 
on unearned premiums, ete. From 1880 
to 1912, inclusive, the companies col- 
lected in the way of premiums from 
Missouri the sum of $180,148,995 and 
paid out during that period for losses 
$106,109,505, leaving a balance of $74,- 
039,490 in excess of what they paid out 
for losses. 

“Under the decision of the court the 
State has great advantages which it 
has not undertaken to exercise against 
the companies or the individuals. The 
State has only moved when compelled 
to do so by the companies and when 
reasonably certain of its position. The 
State administration had in mind pro- 
gressive legislation at the next regular 
session of the Legislature along insur- 
ance lines. As this legislation is nec- 
essary to the public welfare I have the 
more regretted the present difficulty, 
which may tend to hinder the work of 
preparation for its enactment. Look- 
ing at the thing in the large, the set- 
tlement of present difficulties is a small 
matter beside this larger task. There 
come times in the history of States and 
1ations when the temper of the people 
is peculiarly constructive and more 
fundamental legislation may be secur- 
ed in a single year than a decade would 
ordinarily bring forth. This is such a 
time in Missouri. The history of the 
1913 legislative session proves vit. In 
corporation legislation, in educational 
legislation, in legislation having to do 
with municipal organization, in road 
legislation, etc., the General Assembly 
of 1913 made a record which will live 
long in the memories of men. 

“Now, the very effectiveness of the 
work of the Legislature limited its; 
scope. The statutes it passed were so 
thorough-going that of necessity certain 
important fields remained untouched, 
which we expect to handle at the next} 
session, among which was the fire pro- 
tection field. The companies, instead | 
of undertaking to usurp the functions | 
of the legislative branch and dictate} 
what laws Missouri should enact, 
should show a willingness to assist the 
State in bringing about fire protection, 
and rates which would have beneficial 
results for both the companies and the 
people. The insurance companies can, 
under the present laws, do business in 
the State of Missouri with just as much 
security and comfort as they have en- 
joyed at any time these eighteen years. 


I have said this before, but I think it- 


worth repeating ‘because since the re- 
cent decision of the Supreme Court, it 
may be that the assurance will be re- 
ceived with fuller credence than before. 
I should be glad to see them return and 
resume their wonted activities. 

“T should like to say this, further 
that if it is found that a closer rela- 
tion of the State to the power of rate- 
making is desirable from the standpoint 
of the interest of the policyholder and 
the companies, I have no doubt that 
the next Legislature will stand ready 
to deal with the question in as im- 
partial, public spirited and progressive 
temper as the last Legislature mani- 
fested in its treatment of the public 
utilities question and the commission 
government of cities. It is impossible 
to forecast details in the working out 
of so large a question, so I shall not 
attempt it; but of the spirit of the 
people of Missouri and of the disposi- 
tion of their representatives to deal 
with large issues in a statesman-like 
way, I am sure. 

“It is important also that the State 
create the office of fire marshal. Down 
at the bottom of the whole insurance 
question lies the reduction of fire waste. 
It is the first and most serious ques- 
tion of all, because it is the great fac- 
tor in controlling the rates In this 
matter the interest of the companies 
and of the public is one and the same. 
Fire insurance is only an apportion- 
ment of fire loss. Fire loss is absolute. 
It finally falls upon the policyholder; 
it can fall nowhere else. The compa- 
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nies only apportion it, they are disburs- 
ing agents of the people who provide | 
the fund by paying premiums. The 
sure way to reduce rates permanently | 
is to have fewer fires, to keep property | 
from being over-insured and to stop | 
fires that start earlier in the game. In| 
the office of fire marshal we would have} 
an official authorized to investigate the | 
cause of all fires whose origin is at all} 
obscure. He should be empowered to| 
prosecute for arson, to compel the ob-| 
servance of building laws, do away with | 
hazardous conditions due to careless- 
ness or something worse, and failures| 
upon the part of the insured to observe | 
the law should be made a misdemeanor. | 

“The fire marshal, or his deputies, | 
when they discover that a piece of} 
property is overspread, should order} 
the policy canceled at once, or reduced | 
to a valuation equal to or less than the| 
value of the building, thereby reducing 
the moral as well as the actual hazard. | 
This is a protection to the property not| 


* over-insured, gives a lower rate, and is | 


an antidote to the contentions of the| 
insurance companies as to the full] 
value statute. The State would at the| 
same time be conserving its resources | 
by decreasing the loss of property by | 
fire. I have made this plain Saas 
with as little comment as possible that | 
I might intelligently place the true | 
conditions, both of the law and tact. | 
The State is not offering counsel to the 
insurance companies. They may be}! 





(Continued on page 15.) 
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JOIN FORCES AND INCORPORATE. 


Spartanburg, S. C. Agency Has Author- 
ized Capital of $50,000—List 
of Companies. 





n the interest of economy and 
gl cater efficiency the Spartanburg, S. 
C., local agencies of White, Calhoun 
and Cannon, and Screven and Cleveland 
have amalgamated, the business here- 
after being conducted under the name 
of the Colonial Trust Company.  In- 
corporation has been effected with an 
authorized capital of $50,000. 

rhe officers of the company are: T. 
kK. Sereven, president; Julian Calhoun, 
vice-president; B. H. France, secretary, 
and R. B. Cleveland, treasurer. The 
active management of the company will 
be under the direction of Messrs. 
Screven & Cleveland. 

he fire companies represented in 
the agency are of exceptional grade as 
the following list attests: Aetna, Home, 
German-American, Orient, Royal, Nia- 
gara, New Jersey, Union of France, Se- 
curity of Conn., Sun, Caledonian, Provi- 
dence-Washington, American Central, 
Georgia Home and the Connecticut. 

n addition the office represents the 
Royal Indemnity as general agent for 
upper South Carolina, and handles lo- 
cally the Massachusetts Bonding and 
Insurance Company and the Aetna Life. 





RESTRICTS COMMISSIONS. 


Florida Measure Aims to Prevent Divi- 
sion of Compensation on 
Business. 

.\ law enacted by the Florida legisla- 
at its recent session aims to pre- 

\ the dividing of commission among 
ts. It contains the provision that 
ince companies must file affidavits 
all Florida agents that each of 

1 agents has not divideu and will 
directly or indirectly divide or offer 
vide his commission or rebate any 
of any premium to-any corporation, 
or individual. There already exists 
rida a resident agents’ law, for- 
the division of commissions 
anyone not a resident agent, but 


LAW 





ral revenue law goes further 
prohibits division of commission 
inyone, whether legally author- 


igent or not, and would seem to 





illegal the interchange of busi- 
between agents within the State 
on the basis of full commissions 


writing agent. 


COL. CUNNINGHAM’S EPIGRAMS. 


Sage President of the Glens Falls Fire 
Insurance Co. Issues Another 
Installment. 





No,” said an American manager of 
an English fire office, “when in Eng- 
1 I didn’t do as the English do, drop 
ny H’s, but did as Americans do over 

re, dropped my V’s and X’s. 

\ “crooked” man would be surprised 

much taller he would be if he 
traightened up. 

An elastic currency may be worth 
e, but there is real need of an ad- 
ve sort. 
barking dog may not bite, but he 
top barking. 

Suecess depends not only upon sav- 

ing your pennies, but in rescuing those 
iandered by others. 

Working in burnt wood sounds like 

“working” fire insurance. 

Some office folks are like hens, can’t 
find things where they laid them. 

Some are credited with and others 
accused of the same things. 

ry little promotion has a disso- 
lution odor of its own. 

No man is a failure until he is him- 
self convinced of it. 

No, I haven’t such a speedy car as 
some, but it is fast enough to keep 
ahead of my income.” 

“ason enables a man to determine 
What is right, and instinct tells a 
is right, whether she 


woman that she 
is or not.” 

No doubt there are too many cases 
of over-large fire insurance to value, 


but how about the thousands of dollars 
written on thirty-cent lives? 

An observer says that the moon has 
much less influence on the tide than 
on the untied. 

A Japanese baker desiring to call the 
attention of Americans to the generous 
sized loaves of his shop put out this 
sign: “A Karimure. Biggest Loafer 
in Tokio.” 

“Will have to operate upon you for 
appendicitis,” said the physician. 

“I have no means to pay for an oper- 
ation,” replied the patient. 

“You have life insurance,” 
the sanguine M. D. 

“What broke up their happy home?” 
“It skidded and struck a_ telegraph 
pole.”—Life. 

“No,” said a visitor at an auto show, 
“I never owned an automobile, but I 
love these shows, where I can see a big 
bunch of ’em without dodging.” 

“Yes, luxuries, like bread, may be 
cheaper,” says a motor car owner, “but 
look at necessities like gasoline go sky- 
rocketing in price!” 

When your breath smells of hops it 
is a poor explanation to say that you’ve 
been eating frogs’ legs. 

To just expect things will come your 
way is a vegetarian sort of business 
diet. 

Your character is your own, but your 
reputation belongs to any old gossip 
among your competitors. 

That “The good die young” and 
“Death loves a shining mark” are not 
so awfully discouraging to most of us. 

If you are faithful in telling your 
friends their faults, you will lessen the 
number of your friends faster than 
their faults. 

The man who is willing to trust the 
people never ran a local agency. 

It is the beginner who is most criti- 
cal of others in the same line. 

Straitened circumstances make crook- 
ed men. 


replied 


“What goes up must come down,” 
doesn’t apply to what goes up in 
smoke. 


Special “Meeting to be ‘Held. 





It is understood that the Rules Com 
mittee of the Underwriters Association 
of New York State, has about com 
pleted its labors, and will ask that a 
special meeting of the organization be 
held to hear the report. 





Joins Law Union and Rock. 





Alfred Marks has been appoinied 
chief accountant in the New York @ffice 
of the Law Union and Rock of London 
Mr. Marks was for many years with the 
London and Lancashire Fire. 


Western Pa. Special for Germania. 





The Germania Fire of New York, has | 
appointed C. A. Rowland, its special | 
agent for Western Pennsylvania. Mr. 
Rowland previously covered the same} 
field for the Western & Atlantic Fire | 
of Nashville. 


Investigate Rate Increase. 

The Commercial League, of Vineland, 
N. J., has decided to investigate the 
causes of a general increase in insur- 
ance rates. 


——_—_—_—_— } 








Maine Admits Factory Mutuals. 





Taking advantage of a law passed at 
the latest session of the Maine legis- 
lature a number of the factory mutuals 
of New England have gained entry into 
the Pine Tree State. 


Morris B. Van Valen Dead. 





Morris B. Van Valen, a well known 
Newark, N. J., agent, died last week on 
his brother’s ranch in Idaho. 


Periodical practical training in fire 
drill enabled 100 girl employes to es- 
cape without injury from the burning | 
yarn mills of George W. Dairs, at Mana- 
yunk, Philadelphia, on July 17. | 


NOT BINDING UPON COMPANY. 
Cannot be Held Liable for Failure of 
Agent to Collect Renewal 
Premium. 

Holding that a company was not 
bound by the special agreement had 
between its agent and an assured, the 
Supreme Court of Pennsylvania some 
days ago dismissed the case of A. L. 
Etter of Middletown against the St. 
Paul Fire and Marine Insurance Com- 
pany. For some years prior to April, 
1910, Ettor had been accustomed to pay 
his fire insurance premium promptly 
wnen it became due to Samuel L. Yet- 
ter, the Company’s local agent. This 
was done until the time mentioned, 
when Yetter failed to appear. Soon 
thereafter, the property burned, Ettor 
sued for his loss contending that al- 
though the policy had expired the 
agent was liable in that he had failed 

to call for the premium. 

The court refused to hold the insur- 
ance company as being responsible for 
the peculiar arrangement. 





MISSOURI GOVERNOR’ S STAND. 





(Concluded from page 14.) 
presumed to know their own business, 
and be able to determine where their 
interest lies, but there can be no doubt 
that the ultimate welfare of the compa- 
nies, as well as the public generally, 
will be best subserved by a policy of 
co-operation in securing laws at the 
next regular session to reduce fire 
waste, etc.” 

An extension of the present fire 
limits of Newark, N. J., has been de- 
cided upon and will shortly be en- 
forced. 
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THEY SIMPLY WENT HOME. 





The Non-Board Agent’s Predicament is 
Illustrated by The Story 
of The Chickens. 





The following story is attributed to 
Col. Cunningham: A non-board local 
agent, losing his business because one 
of his companies went into liquidation 
and another into the hands of a re 
ceiver, complained that other agents 
were stealing his risks. “Your case, 
my friend,” said a fellow agent, “igs 
like that of the negro who bemoaned 
the fact that he didn’t lock his chicken 
house the night before; but investiga- 
tion proved that none of the fowls were 
stolen—the door blew open and they 
iust went back home!” 


New Water Supply For Coatesville. 





A special election will take place 
August 12, at Coatesville, Pa., on the 
proposition to increase the borough’s 
debt $185,000 for installing a new and 
larger water supply. 
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iaeeen $1,000,000.00 

2,781.578.19 
331,961 11 

2,723,239.49 


$6,836,778.79 


y has paid losses exces ing 


CHARLES COLYER, Vice-President 
JOHN KAY, Treasurer 














EDGAR J. HAYNES, Pres. 


THE tates FIRE INSURANCE COMPANY CHARTERED BY THE 
TATE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


STATEMENT JANUARY 1, 1913 
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CASUALTY AND 


SURETY HAPPENINGS 





REPORT ON LONDON GUARANTE 


SURPLUS DECREASED $121,575. 
Examination Shows Underwriting Loss 
of $203,029—Comments on Laws 
and Their Deficiencies. 


The examination by the New York 
Insurance Department of the United 
States branch of the London Guaran- 
tee and Accident Co. of London, shows 
according to the report, that the com- 
pany experienced an underwriting loss 
of $203,029 based on its condition at 
the close of business in 1912. The 
surplus is given as $578,451, showing a 
decrease of $121,575. The total assets 
of the Company in this country, De- 
cember, 1912, were $3,828,756, the re- 
serve for outstanding claims and loss- 
es $1,326,753 and reserve for unearned 
premiums $1,407,557. 

In explaining the changes in the 
Company’s surplus account, the report 
says: 

“On December 31, 1912, the Company 
in its annual statement reported as a 
surplus over all liabilities the sum of 
$700,027.11 As a result of this examina- 
tion we find the surplus to be $578,- 
451.64, or a decrease of $121,575.47. 
This decrease is accounted for in the 
following manner: 


Amount Amount 

Reported Shown by 

by Com- Examina- 

pany. tion. 

Uncollected pre- 
miums over 99 

days due........ $92,393 $150,427 
Unpaid losses and 

et er 113,901 124,035 
Reserve for credit 
policies expiring 
in Oct., Nov. and 

Dec., 1912 40,819 41,703 
Reserve for unpaid 

liability losses... 1,061,093 1,088,093 
Unpaid commis- 
sions or brok- 

ee 190,293 168,639 


Salaries, rents, ex- 
penses, etc., due 
or accrued ..... 554 917 

Error in balance 
in hands of 
Workmen’s Com. 
Reins. and I. 
0 ee 


Stine 226 
Taxes on premiums 30,000 52,524 


Return premiums 11,444 35,159 
Oustanding checks 
credited to profit 
2 ere gales 356 
$1,540,500 $1, 662,075 
Decrease in surplus 121,575 


“On December 31, 1912, the company 
reported a surplus of $394,799.65. The 
surplus as of December 31, 1912, is 
found to be $578,451.64, or an increase 
during the year of $183,651.99. It will 
be seen from the following underwrit- 
ing and investment exhibit that such 
increase is accounted for by the fact 
that during 1912 the United States 
branch received a net remittance from 
the home office of the company in Lon- 
don in the sum of $324,837.55.” 

Dealing with the underwriting re- 
sults obtained by the company in this 
country, the examiners say: 

“A summary of the underwriting and 
investment exhibit for the year 1912 on 
all classes of business is shown as 
follows: 

UNDERWRITING. 
Underwriting in- 


COMO 2.20. . .$3,518,567.71 
Underwriting ‘Joss- 
es and ex- 


2,721,596.92 
Loss from underwriting... 
INVESTMENTS 
Investment in- 


come earned $104,822.74 


penses 


$203,029.21 


Investment loss- 


es and ex- 
DONSOS .peesse 42,979.09 
Gain from investments... 


Balance (net loss)....... $141, 185. 56 
Net remittance from 
ae eee 324,837.55 





Increase in surplus during 
BUEN -vunenesinerees tions $183,651.99 


The following is a summary of an} 


underwriting exhibit covering liability 


and workmen’s compensation business | 


for 1912: 
Underwriting in- 
come . $2,719,091.07 


Underwriting loss- 
es and ex- 
penses ...... 2,951,136.65 


Loss from underwriting. ..$232,045.58 

“This company is a member of the 
Workmen’s Compensation Service and 
Information Bureau, which is composed 
of a number of casualty companies 
writing liability and compensation in- 
surance. Under the rules of the Bureau, 
this company is required to charge cer- 
tain rates as fixed by such Bureau in 
various States, unless authority is 
granted to decrease or increase such 
rates on specific risks. A recent ex- 
amination has been made of this 
Bureau, and the report thereon de- 
scribes the method of computing rates 
and the regulations as to special rating. 
The basis for the rates is contained in 
various manuals promulgated by the 
Bureau, but in some States, particular- 
ly New Jersey and Michigan, a con- 
siderable reduction in such rates has 
been made by the company. As com- 
pensation insurance supersedes em- 
ployers’ liability insurance, it is believed 
that a fair and adequate premium for 
such insurance will be determined with 
more certainty. 

“The total net premiums written by 
the company in 1912 amounted to $3,- 
785,712.64. The percentage of the pre- 
miums in each class of business to the 
total business written is shown as fol- 
lows: 


Class Percentage. 
CO a ee eee 02 
WEEE sdrcuipeia tend: & wb dig shares 004 
RE, 20 tte hank ep 5- boGiceca Ne aes . 61 
CMOMORTIOR ic cessiccceesone ers 18 
a 006 

Surglary and theft............. 03 
CI okt omni daie wales Gare dee. wn 09 


Auto and teams property damage .04 
Workmen's collective 


100.00% 

“Of the total premiums written cover- 
ing liability and workmen’s compensa- 
tion, amounting to $2,967,476, 44 per 
cent. represents premiums on employ- 
ers’ liability, 23 per cent. workmen’s 
compensation and 33 per cent. other 
forms of liability insurance.” 

The report says: “Compensation 
claims, especially those where any dis- 
pute arises as to the amount due, are 
settled much more expeditiously and 
satisfactorily in those States which 
have industrial accident boards whose 
duty it is to approve claim settlements. 

“It is the function of such boards,” 
it continues, “to determine the 
amount due under the compensation 
law and to issue rulings as to their in- 
terpretation of its provisions, and as 
an almost general rule, the company 
abides by such rulings. As the mem- 
bers of the industrial accident board 
devote all their time to the subject of 
workmen’s compensation, it is evident 
that the ruling of such board is of 
more than that of an arbitration board 
selected promiscuously. 

“It is believed that in all States there 
should be some board or authority 
which will make a uniform interpre- 
tation of disputed questions arising un- 
der the law. 

“It can hardly be seen that other- 
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ASSETS 
$1,800,000 Municipal Bonds... 
Due from Agents (not including 

premiums written prior to 


$1,767,430.00 


November 1, 1912).........+ 359,845.21 
Accrued Interest............ ae 17,486.19 
Cash in Banks and Office 11,227.49 





$2,155,988.89 
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LIABILITIES 
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wise the insurance companies or ar- 
tration boards will make different de- 
cisions as to the benefits to be paid on 
claims arising under the same provi- 
sion of the law and a similar state of 
facts. There are a surprising number 
of questions arising in the various 
States as to the benefits to be paid un- 
der the compensation acts and it is im- 
portant that all the workmen injured 
be given a fair and impartial hearing 
before a competent board whose opin- 
ions will be respected by the workmen, 
insurance companies and courts. 

“In Illinois we find that the injured 
workman has in some cases, even 
though the amount of the compensation 
is absolutely certain, placed his claim 
with an attorney. The files of the 
company show many liens for attor- 
neys’ fees served on the company, the 
tees in some cases being as much as 
50 per cent. of the benefit to be paid. 

“It is the policy of the company, 
whenever possible, to induce the attor- 
ney to accept a smaller fee. There is 
nothing to show that the services of 
attorneys are required in any cases ex- 
cept those arbitrated or appealed to 
the courts, and such cases comprise 
but a very small proportion of the 
whole number.” 

The report says further that the bal- 
ance for any delay in making settle- 
ments or for disputes which have arisen 
in practically all cases rests upon the 
failure of the laws in the various States 
to clearly prescribe the amount of bene- 
fit due the workman. 

Requests for lump sum settlements 
in case of death are many. The com- 
pany discourages such payments and 
‘he laws of many of the States do not 
prescribe the method to be adopted in 
computing such a settlement. They 
must all be approved either by a court 
or by an industrial board. 

Another phase of the business which 
attracted the examiners’ attention was 
that the medical fees charged by phy- 
sicians are in many cases exorbitant. 
These of course increase the cost of 
insurance. 


DEPOSIT CAPITAL $600,000. 


European Accident of London, Now 
Privileged to Write Additional 
Reinsurance Lines Here. 


Its deposit capital in this country 
having been increased to $600,000 the 
European Accident Insurance Company, 
Ltd., of London, England, is now equip- 
ped to write fidelity and surety, in ad- 
dition to the several casualty lines al- 
ready authorized. The Company, which 
transacts a reinsurance business solely, 
is represented in the United States by 
Fester and Folsom, Inc., of New York 
city. 

James A. Blainey With New Co. 








James A. Blainey, has resigned as 
executive superintendent of the Com- 
monwealth Bonding & Casualty Co., of 
Ft. Worth, Texas, to become vice-presi- 
dent and general manager of the In- 
terstate Casualty Co. of Albuquerque, 
N. M. Mr. Blainey is well known in 
southern casualty circles as he was for 
years southern manager at Atlanta for 
different prominent northern casualty 
companies. 


INSURING BANK DEPOSITs. 


Mutual Company Formed to Offer jn. 
demnity to Both National and 
State Banks of Wisconsin. 


Under the auspices of the Wisconsin 
State Bankers Association the Bank De- 
posit Limited Mutual Insurance Com- 
pany has been incorporated at Madison. 

The liability of members is limited 
to the annual premium, which is one- 
fourth of one per cent. of deposits a 
year. 

Bankers who are interested in the 
scheme, which is a plan originally 
thought out by the Wisconsin Bankers 
Association, seem to think there is no 
question that the idea will prove not 
only workable but of great benefit to 
the public. The bankers say that there 
is no question that the charge which 
will be made for the insurance of the 
bank deposits will create a sufficient 
sum to protect amply the depositors, 
and they declare they believe that in 
some ways the mutual plan will prove 
of more benefit than the State guaranty 
of bank deposits law-which was pro- 
posed. 

There is one thing certain about the 
proposed plan, and that is that under a 
scheme of mutual insurance for the 
protection of bank deposits the deposit- 
ors in both State and National banks 
will be protected. A State law would, of 
course, reach only the depositors in 
State banks, and a State fund could not 
have been made to give protection to 
the depositors in the National banks as 
well. In fact, that was one of the prin- 
cipal objections to the State guaranty 
of bank deposits law and one of the 
reasons why such a law was so bitterly 
opposed by bankers. 

A. F. Kuolt, commissioner of bank- 
ing, believes the proposed plan for the 
insurance of bank deposits through a 
mutual association will prove a success. 
He says there is no question that all 
the banks in the State will accept the 
protection which will be afforded by 
the mutual company. 

One of the strong features of the pro- 
posed mutual companies will be the 
fact that, as every bank will be a loser 
should any bank fail, all the others in 
the State will keep very close watch 
on institutions whose deposits are in- 
sured, and as a result if any one. 
through its management, begins to show 
signs of reckless banking, there will be 
a halt called by the other banks on its 
methods in very short order. 





Equitable Surety Cuts Capital. 


The Equitable Surety Co. of St. Louis 
has reduced its capital from $1,000,000 
to $500,000 adding the difference to 
surplus. The statement of the com- 
pany at the close of business, Decem- 
ber, 1912, showed total assets of $1,510,- 
705 liabilities of $350,819 and surplus to 
policyholders of $1,159,886. The Equit- 
able Surety has been doing a very large 
business particularly in its local field 
where it has a strong following. 


The Metropolitan Casualty baseball 
team defeated the General Accident in 
@ game last week by the score of 8 to7. 
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COMPULSORY COMPENSATION 


ITS VALUE AND JUSTICE SHOWN. 








Senator Southerland of Utah Addresses 
Casualty Underwriters on its 
Advantages. 





(Concluded from last week.) 

“2. By making the law exclusive 
larger compensation can be given than 
would be possible if a choice of reme- 
dies were allowed, since it is manifest 
that if the employers’ liability to pay 
unlimited damages jn case of negligent 
injuries be continued and in addition 
he be compelled to pay large compen- 
sation in all other cases his industry 
will be taxed beyond its capacity to 
pay. It must be frankly recognized 
that the compensation law substitutes 
the communistic idea of benefit for the 
wholg class in place of the individual- 
istic theory which permits a minority 
of the class to recover much and the 
majority little or nothing. The justifi- 
cation for a compulsory and exclusive 
workmen’s compensation law rests 
in the conception that the workmen 
employed in any enterprise are indus- 
trial soldiers, who being injured in its 
service are entitled to be cared for to 
a fair and equitable extent, having in 
view the ability of the industry to pay. 
Theoretically, therefore, we are to con- 
sider that we have a fund, which, how- 
ever large, is still limited; that this 
fund is to be distributed among the 
workmen who sustain injury resulting 
in disability and the dependents of 
those who sustain injury resulting in 
death; and this fund is to be distribut- 
ed not for the purpose of penalizing 
the negligence of the employer but 
for the purpose of aiding the injured, 
and that finally it is better that every- 
body injured should receive compensa- 
tion than that only a portion of those 
injured should receive damages and 
the remainder nothing. 

“3. .The double remedy will result 
in a continuation of the great waste 
which it is one purpose of the com- 
pensation law to avoid. To allow an 
election of remedies is to permit the 
injured employe to still remain a bone 
of contention between the personal in- 
jury lawyer, who urges him to sue for 
the sake of the contingent fee involved, 
and the claim agent, who seeks to 
make inadequate settlement in order 
to save the treasury of his company. 
Suits will go on as heretofore. Half 
of the amount recovered will be lost 
on its way from the treasury of the 
company to the pockets of the em- 
pioyes. The unfortunate feeling of 
antagonism between employer and em- 
ploye, which now results, will con- 
tinue without abatement. The expense 
to the taxpayer incident to the trial of 
personal injury cases will still con- 
tinue, 

“4. To allow an election of laws or 
a choice of remedies destroys one of 
the most pronounced advantages of 
the compensation principle; namely, 
the element of certainty. So long as 
we allow the employe to seek damages 
upon the basis of the employer's fault 
or the employer to defend upon the 
basis of the employe’s negligence, just 
so long will the uncertainty of the law 
suit counteract the certainty of the 
fixed schedule and just so long will the 
fund which should be husbanded and 
utilized for the benefit of all be fritter- 
ed away for the benefit of some. A 
compulsory and exclusive law saves 
the vast sum which is now wasted and 
which would continue to be wasted 
under a composite system for distribu- 
tion among those who are injured. Ex: 
pense will be saved to employer and 
employe and to the public. The only 
individuals who will suffer will be the 
Personal injury lawyer and his law 
suit hunting agents. 

“5, A compulsory and exclusive law 
will, in my judgment, prove a powerful 
aid in the prevention of accidents. 
Under the liability system the employ- 
er and the employe are interested in 





exaggerating or concealing the real 
facts in so far as they tend to prove 
or disprove negligence, the employer 
culoring and distorting them in one di- 
rection and the employe coloring and 
distorting them in the opposite direc- 
tion. Between the two the precise 
truth as to how the accident occurs 
is effectually concealed. When the em- 
ployer knows that he must pay and the 
employe knows that he must receive 
a certain prescribed sum wholly irre- 
spective of the way in which the acci- 
dent happened, neither will have any 
reason for misrepresenting and we 
shall be able to ascertain the cause of 
the accident and knowing why and how 
it happened we shall be able to pre- 
scribe remedies which will have a 
tendency to prevent similar accidents 
in the future. 
The Vita! Objection. 

“After all, the vital objection to the 
liability system is that it does not in 
the main permit of average justice, 
and this is particularly so in death 
claims where by the death of the em- 
ploye quite often the evidence which 
would have established liability is 
lost. The consequences to the depend- 
ent family of an engineer who is killed 
as the result of his own negligence 
are precisely the same as where there 
is no negligence at all or where the 
employer is at fault. Both families 
have lost a provider and both must be 
cared for. It is certaintly more in 
consonance with sound public policy 
to require that both families shall be 
compensated within fair and reason- 
able limits than that the employer 
should be penalized for his careless- 
ness for the benefit of one family at 
the expense of the other. 

“Experience is always a more valu- 
able guide to human conduct than pre- 
cept. Every country in Europe except 
one has abandoned the theory of em- 
ployers’ liability based upon fault and 
substituted that of compensation for 
accidental injury based upon status 
alone. These laws have been in oper- 
ation in some of these countries for 
many years—in England for seventeen 
years, in Germany for more than a 
quarter of a century. If they did not 
on the whole work well, if they were 
not of superior benefit to. the employe 
over the old system, we should expect 
that long ago there would have been 
serious efforts for their repeal, but on 
the contrary the workmen in these 
countries have repeatedly endorsed 
their principles and declared in favor 
of their continuation. It is further- 
more significant that among the scores 
of official and non-official commissions, 
committees and civic organizations in 
our own country, which have investi- 
gated the subject, upon which most of 
these bodies both employer and em- 
ploye have been represented, practically 
all have reported in favor of the prin- 
ciple of compensation as opposed to 
that of employers’ liability. If a wide- 
spread consensus of opinion, based 
upon long experience, careful investi- 
gation and earnest desire for a wise 
and just solution of a great problem 
can ever establish anything, surely it 
may be taken for granted that the de- 
sirability of workmen’s compensation 
is no longer open to dispute. 

“The demand for a more or less autc- 
matic adjustment of compensation for 
accidental injuries to workmen is but 
one of the many phases of a world- 
wide movement for the readjustment 
of the relations of labor to capital and 
of both to society, more in consonance 
with modern notions of social justice. 
The thought behind this movement is 
that if society en masse, for the gen- 
eral welfare, may command the self- 
effacing loyalty of each of its constitu- 
ent units, society in turn must shape 
and preserve conditions which will 
protect each unit in the unequal strug- 
gle for individual wellbeing. 

Distinctions to be Observed. 

“There is a growing feeling that the 
individualistic theory has been pushed 
with too much stress upon the dry 
logic of its doctrines and too little re- 


gard for their practical operation from 
the humanitarian point of view. We 
are discovering that we cannot always 
regulate our economic and social rela- 
tions by scientific formule, because a 
good many people perversely insist 
upon being fed and clothed and com- 
forted by the practical rule of thumb 
rather than by the exact rules of logic. 

“In the rebound, however, from the 
old notion which, carried to its final 
conclusion, compels each not only to 
wage his own battle for existence and 
happiness, even though he fall in the 
fight, but which bids him lie where he 
falls, there is danger that we may go 
too far in the opposite direction and 
while helping the weak, which is good, 
encourage the indolent, which is bad. 
We must be careful that in the effort 
to relieve ourselves of the burdens 
which bear us down we do not take 
away the stimulating necessity of per- 
sonal effort which compels us to rise. 
We must find at our peril the happy 
mean between the hardship which 
breaks, and the coddling which saps, 
our strength. That in our righteous 
anxiety to minimize human suffering 
we may miss this crucial point is one 
of the grave dangers which the great 


civilized nations face to-day. The un- 
fortunate must be cared for; the sol- 
diers of industry who fall must be 


lifted up, but no deadlier check could 
be put upon the upward march of civ- 
ilization than to embark upon such a 
scheme of emotional socialism as would 
put upon the backs of the strong not 
only the care of those who cannot but 
of those who can but will not bear 
their own burdens. 

“In framing our laws we must never 
lose sight of the vital distinction be 
tween helplessness, which is a mis- 
fortune, and laziness, which is a vice. 
It is a lovely thing to give in case 
of need, but it is a far more important 
thing to so adjust conditions that giv- 
ing will not be necessary. Laws which 
afford financial aid for the old, sick and 
unfortunate who cannot help themselves 
are necessary and righteous, but laws 
which, by insuring safe and healthful 
and remunerative work for the young 
and strong, enable them to care for 
themselves in time of misfortune and 
sickness and old age are better. Laws 
which compel industry to pay, irre- 
spective of negligence, for accidents 
which entail injury and loss of earning 
ability or death are commendable and 
desirable, but laws which will prevent 
the accidents are far more so. Clean, 
sanitary hospitals for those who are 
torn and mangled by defective machin- 
ery or diseased by unwholesome 
roundings are necessary and good, but 


safe machinery and sanitary work- 
shops are better still. In other words, 
in dealing with industrial conditions, 


the prime duty of society, and therefore 
the prime study of the lawmaker, should 
be to prevent or minimize the evils 
which give rise to the necessity for as- 
sisting the helpless, for in law as in 
medicine the homely maxim holds good, 
that ‘An ounce of prevention is worth 
a pound of cure.” ” 





Troublesome Brokerage Question. 








Surety underwriters are uneasy over 
the brokerage question in New York 
city, and are casting about for a proper 
means of regulating it. 
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ROCHESTER’S STREET ACCIDENTS. 





Record of Casualties Shows That Regu- 
Jations Have Little Effect 
on Number. 





The Rochester (N. Y.) Post Express 


has been stirred to investigate the 
large number of casualties on city 
streets resulting in the death or in- 


jury to pedestrians and others. 

In the last 13 months automobile, 
trolley car and motorcycle accidents in 
the city of Rochester and on country 
roads just outside the city limits, have 
resulted in the combined deaths of 26 
men, women and children and serious 
injury to persons, whose number far ex- 
ceeds that of the dead. Of late the 
number of accidents and fatalities has 
increased to an alarming extent. 

The record shows that collisions with 
automobiles have caused the deaths of 
13 people; trolley cars rank next with 
a total of 11 deaths, and the motor- 
cycle, about the safety of which Coro- 
ner Thomas A. Killip quite recently ex- 
pressed his doubts, has the lowest num- 
ber, two deaths, credited to it. The 
above figures would be materially 
swelled if those deaths resulting from 
accidents occurring some distance out 
of Rochester and in the smaller towns 
were included. 

At inquests in the majority of the 
above cases, it was testified that the 
accidents were due to quite noticeable 
violation of traffic ordinances, such as 
speeding, reckless driving, operating 
vehicle on the wrong side of thorough- 
fare, absence of lights, failure to sound 
proper horn or gong warning, etc. It 
was also noticeable that more than one- 
half the accidents occurred in the night 
and that darkness contributed greatly 
to the cause. Testimony has often been 
given to show that the street lamp at 
the corner was not burning or that it 
was improperly located so as to throw 
2 minimum of light over the most dan- 
gerous positions. 


In short, no amount of laws, ordi- 
nances or traffic regulations removes 
constant recurrence of fatalities on city 
streets. 
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INSIST ON PROOF OF THEFT 


ATTITUDE OF NATIONAL SURETY. 


Numerous Claims for Insurance on 
Articles That Have Disappeared 
Causes New Policy. 


The greatly increasing number of 
claims for burglary insurance on ar- 
ticles that have disappeared has caused 
the National Surety Co. to announce a 
definite policy in such cases in which 


the Company will insist on proof of 
their having been stolen. The follow- 
ing letter has been sent out by the 


Burglary Insurance Underwriters Asso- 
ciation: 

Dear Sir.—President Joyce wishes 
all members to be reminded that the 
policy of the National Surety Company 
is to deny liability in cases of claims 
made unless there be some corrobora- 
tive evidence that a theft was actually 
committed. He states that he is of 
the opinion that some companies over- 
look the ever attendant danger of pay- 
ing even small losses unless there be 
such evidence, because in each case it 
establishes a precedent and the assured 
could cite such payment as the estab- 
lishment of a precedent, hence the pay- 
ment of $50 or $100 covering a missing 
article without proof of theft would es- 
tablish a custom, and if a claim for $20,- 
000 or even $50,000 were made the as- 
sured would have a much stronger case. 
The president believes, therefore, that 
all companies should be cautioned in 
this respect. 

President Joyce has also requested 
me to suggest to members that their 
proofs of loss be so drawn that the as- 
sured shall be required to State: 


First—Actual payment made for any 
article. 

Second—From whom purchased. 

Third—When purchased. 

Fourth—When was the article last 
seen. 

Fifth—By whom was the article last 
seen. 

Sixth—Where was the article last 
seen. 


He believes these questions answered 
under oath will better enable the com- 
panies to establish criminal or civil ac- 
tion against parties who purposely in- 
flate their claims, and will aso be a de- 
terrent to the man who has actually 
suffered loss but who is unable to state 
the facts with sufficient clearness to 
warrant him in making claim, all of 
which will result in considerable saving 
to the companies. 

Very truly yours, 
SAMUEL B. BREWSTER, Secretary. 


Philadelphia Merchants Complain of 
Burglaries. 

Numerous burglaries in that section 

of Philadelphia bounded by 30ad, 


Spruce, Chestnut and Twentieth streets, 
have impelled the merchants of the city 
to make a strong protest against what 
they hold to be inadequate police pro- 
tection, and to urge that it be increased. 


Some Recent Damage Actions. 


Among other court actions recently 
instituted to recover damages for in- 
juries, we note the following: $10,000 


is demanded from the Gunn-Quealy 
Coal Company of Gunn, Wyo., held re- 
sponsible for the death of William Pesi- 
kin, who was fatally injured while in 
the Company’s employ on February 7, 
last. 

Alleging that he is permanently in- 
jured by virtue of an explosion that 
occurred in the plant of the Dupont 
Powder Works on October 8, 1911. 
George W. Luke, of Butler, N. J., has 


under the liability act for three 
weeks’ indemnity. 
death of Mary 
run down by an automobile 
streets of Cincinnati on Sep- 
1911, $11,000 damages ig de- 


sued 
hundred 
‘or the 
.e) Ww as 
the 
tember 2, 


Schaerges, 


on 


manded from Oscar Goldsmith, Edgar 
J. and Hugo Goldsmith and the firm 
of P. Goldsmith Sons. 

Asserting that while getting a drink 
in the factory of the Peter Ibold Com- 
pany, cigar manufacturers, he was 
badly hurt through the falling of a 
glass carboy, Benjamin Rube of Cin- 
cinnati, asks $5,000 damages from the 
concern. 





MASSACHUSETTS COMPENSATION. 
Industrial Accident Board Makes Ré- 
port on Work of First Year 
Under New Law. 


The Massachusetts Industrial Acci- 
dent Board has completed its first year 
under the workmen’s compensation 
act and its report shows that 90,605 
accidents have been reported. Of 
these 538 were fatal. More than 350 of 
these men who were killed while at 
work were insured under the compen- 
sation act, and left dependents. These 
dependents have been receiving an 
average of $7.50 weekly, and will con- 
tinue to be paid a weekly stipend 


until 300 payments shall have been 
made. Hundreds of men, who have 
been injured either temporarily or 


permanently have received one-half of 
what they were earning a week before 
they were injured; and others, whose 
injuries prevent them from earning 4 
full week’s pay, are being paid one 
half the difference between their for- 
mer and their present wages. 

It is estimated that upward of 
$800,000 will have been paid under the 
300 weeks’ system to the dependents 
of those who were killed, and that 
several hundred thousand dollars in 
addition have been paid to those whose 
injuries were not fatal. While there 
have been clashes between the Indus- 
trial Accident Board and the insur- 
ance companies, the law is gradually 
being administered more smoothly, and 
the board is receiving reports of agree- 
ments to pay compensation to injured 
workmen at the rate of 450 to 500 a 
week. One of the most important de- 
cisions of the board has been the in- 
terpretation of the term “permanent 
disability.” It has been decided by the 
board and established by an amend- 
ment of the act that if a man, after 
recovery cannot earn as much be- 
fore he was injured, it constitutes per- 
Numerous differen- 


as 


manent disability. 
ces, moreover, have been settled by 
the board between insurance compa- 


nies and hospitals or doctors; and in- 
dustrial insurance companies have 
been advised to allow all reputable 
physicians to render services, provided 
they are willing to render them on a 
reasonable industrial basis. 

The board will be able presently to 
investigate the causes of accidents in 
order to correct defects either in the 
machinery or methods of employers or 
employes. To this end six inspectors, 
five men and one woman, will soon be 
appointed, whose business it will be to 
make recommendations which will 
tend to reduce the number of acci- 
dents. The inspectors will be in- 
structed to examine machinery to as 
certain if safety devices may not be 
added, and also to question employes 
to be sure that in dangerous occupa- 
tions employes are being fully in- 
structed as to the hazards. 





Prizes for Aetna Producers. 





The Aetna Life Insurance Co. of 
Hartford, has put up fifteen handsome 
gold watches as prizes for the largest 
producers of personal accident and 
health business during “Faxon Week,” 
July 14 to 19, in honor of Vice-Presi- 
dent Walter C. Faxon. 





E. C. Asmussen formerly with the 
American Bonding Company is now in 
charge of the burglary department of 
the Chicago branch office of the Massa- 
chusetts Bonding and Insurance Com- 


pany. 
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$300,000 








95 William Street 


WHILDEN & HANCOCK 


MANAGERS 


Pacific Mutual Life Insurance Company 
For New Tersey 


Pacific Mutual Indemnity Company (Accident and Health Dept.) 
For New York 


General Brokerage Business— All Branches 


NEW YORK 





AUSTIN F, HANCOCK 
Vice-President 


WILLIAM G. WHILDEN, President 


DANIEL T. WALDEN 
Vice-President 


M. A. DINNEEN, Treasurer 


GEORGE BERRY 
Vice-President 








Capital & Surplus ‘ 





Southwestern Casualty 
Insurance Company 
SAN ANTONIO, TEXAS 


President, HOMER EADS 
Vice-President M. T. COGLEY 
Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 


$290,000.00 








Equitable Accident Prospering. 


satisfactory 
by the 


Solid and 
been made 


progress has 
Equitable Accident 


of Boston, during the past six months, | 


its premium receipts for the period be- 


ing 24 per cent. greater than were those | 


for the same time last year, while the 
business written shows an even larger 
increase. The Company has recently 


been admitted to Ohio, and is seeking | 


entry into Illinois. Frank R. Connor, 


executive special agent is now traveling | 


the Buckeye State, 
able local 


appointing 
representatives. 
Manager W. H. Jones may well feel 
proud of the course pursued by the 
Equitable Accident under his direction. 


General 


President T. J. Falvey, of 


desir- | 


Cultivate the Massachusetts Bond- | 
Clear ing and Insurance Co. of | 

Vision Boston, who is a clear| 

thinker himself, recently 


expressed some thoughts on “clear vi- 
sion” that are worth passing on. He 
said: 

“How many men do you know who, 
though excessively and _ continually 
busy, never seem to accomplish any- 
thing? We see such cases everywhere, 
and there is a very good reason for 
their failure to succeed, for in nine 
cases out of ten they are occupied with 
Non-essentials, or rather with details 
which should not be allowed to burden 
their mentalities. They are remem- 
bering that soon—at no particular time, 
but soon—they must call on Mr. So- 
and-so, that a certain overdue account 
must be looked into soon and that a 
thousand and one other things require 
attention. 

“The result is confusion, nervous 
haste to gather up loose ends, forgot- 
ten and neglected matters causing 
trouble, loss and criticism and a gen- 
eral failure to succeed where proper 
methods coupled with the same energy 
and ambition would bring a marked 
success. A mind burdened with such 
details operates at the expense of its 
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productive and constructive powers, 
and its owner is a would-be walking 
index not one-hundredth part as effici- 
ent as the ordinary card systems. 

“Clear vision—the undiverted power 
to reason and work out ways and 
means—requires a mind untrammeled 
and unconfused. The common memory- 
jogger or “tickler” system with a card 
for each working day throughout the 
year will remove a heavy burden from 
your mind and increase your efficiency. 
More elaborate systems accomplish the 
same object where complicated busi- 
ness makes them necessary. 

“Study your own case. Determine 
what part of your own mental burden 
can be transferred to mechanical pro- 
cesses. Adopt the proper systems. 
Give your mind free play in the large 
work of development and production 
Do this and you will gain clear vision.” 
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SPECIAL TALKS WITH LOCAL AGENTS 





Doubtless many agents 


Agent’s Work do not appreciate how 


is Always careful the home office 
Appreciated is to take cognizance 
of the work done by 

the individual agents. When a man 


does good work, it is never lost sight 
of even in the rush of routine that 
may make it impossible ag it usually is, 
to make a special acknowledgement or 
to express the appreciation that is al- 


ways felt. In emphasizing this point, 
recently, R. Perry Shorts, vice-presi- 
dent of the United States Health & 


Accident Co., said: 

Not a single application passes 
through without our being fully advised 
ac to just what particular agent wrote 
it. Every day the Agency Department 
is furnished by the Underwriting De- 
partment with a complete list showing 
the number of applications received and 
the names of the agents who produced 
them. We watch the growth of this list 
every day with much the same antici- 
pation mingled with anxiety as the fond 
mother watches the growth of her 
child. We rejoice in the appearance 
of every new name and anxiously watch 


from day to day the progress of every 
man in the field. Our admiration goes 
out to the agent who is pluckily fight- 


ing a hard battle. and our congratula- 


tions to him who wins success. 
. e 
In regard to the solicit- 
Cultivate ing of bonding business, 
The Legal Joseph H. Clark, of De- 
Fraternity troit, who represents the 


Title Guaranty & Surety 
Co. of Scranton, Pa., says: 

If you cultivate the attorneys, there 
is a lot of business you can reach 
through law offices. If you can snuggle 
up to the attorneys, you are going to 
get some business from them. But, of 
course, the getting of business is an 
organizatien. The first thing that a 
man has got to do, whether he is doing 
soliciting business for a guaranty com- 
pany, or doing a law business is to get 
an organization. and the first part of 
that organization he has to organize. is 
himself; he has to get himself organiz- 
ed. There is so much lost motion in 
attempting to do something, but when 
a man gets himself organized so that 
every move counts for something, and 
then begins to follow up his organiza- 
tion and to get out and get business, 


why he is going to be a winner. 
7 . Lal 
Joseph L. Hepburn, 


Some Timely claims auditor for 


Advice to the National Casualty 
New Agents. Co. of Detroit, gave 
some hints to new 

agents recently, in which he said: 


“One of the most important parts of 
the policy is the application. It is the 
beginning of the contract. The appli- 
cant makes certain warranties and the 
policy is issued, based upon’ those 
waranties therein contained, and there- 
fore the application plays a very sig- 
nificant part in the proper adjustment 
of a claim, and we can not emphasize 
too strongly the absolute necessity 
o* having the application correct 
and every one of the warranties 
filled out in full. Many claims 
are rejected and _ policies cancel- 
ed on account of false warranties 
made in the application. The fraudu- 
lent claim-getter always tries to dodge 
the statements contained therein with 
the inevitable result that when a claim 
is presented it is disallowed. He gets 
very angry because the company finds 
him out. It behooves the agent to see 
that everything in the application is 
truthfully stated. 

“The preliminary notice is another 
very important feature in a claim. In 
a great Many cases when the claimant 
can not fill out the notice as his in- 
jury or sickness precludes the posst- 
bility of his writing, it should be filled 
out by the doctor, if possible. In case 
of accident, the department wants to 
know how the accident happened. The 


statement that the claimant slipped 
and fell doesn’t explain how the injury 
occurred. He may have slipped and 
fallen getting off a moving car, or 
somebody might have accelerated the 
slipping by punching the claimant in 
the jaw. We want to know what the 
occupation of the claimant was when 
he met with the accident, and what his 
duties were at the time of the accident. 


In case of sickness, of course, the 
doctor explains the cause, etc. The 
notice should be filled out very care- 


fully, showing the date of disability, 
the income or wages, wh2ther insured 
iu another company, who the employer 
is, etc. There is not a question askeu 
that does not uave an important bear- 
ing on the proper adjustment of the 
claim. If the questions in the prelim- 
inary notice are answered truly and 
correctly, and the claim is small, we 
generally settle it without a final proof. 
The final proof should show the com- 
plete claim. The questions should be 
answered without ambiguity, as every 
question asked is of vital importance 
to the proper adjustment. 
“For the benefit of the newer 
we will state that there 
thing as partial disability 
sickness. 
disabled 
he 


agentes. 
is no such 
in case of 
in order to draw benefits. 
is totally 


it 


The claimant must be totally | 


disabled and confined to | 


the house, he receives the full amount. 


Of course, in case of felons, abscesses 


and ulcers, tne claimant does not have | 


to be confined to the house in order 
to draw the full benefit. in case 
nen-confinement, one-half, two-fifths 
or one-fifth of the monthly indemnity 
is paid, according to the policy. In a 
great many claims the department has 
to have more information and in that 
case special proof blanks are made up 


and sent to the claimant, as the in- 
formation wanted can not be had in 
the ordinary finals. 

“If the application, preliminary 


rotice and the final proof are made 
cut, and all the questions are answer- 
ed in proper shape, the claim will be 
paid as promptly as possible.” 


George E. Hayes, as- 
Contract sistant manager at the 
Underwriting New York office of the 


Massachusetts Bonding 

& Insurance Co. of Boston says: 
One of the greatest troubles of the 
Underwriting Departments, and partic- 
ularly the Contract Department, is the 


oO} | 


constant annoyance of receiving from | 


the solicitor or broker applications and 
agreements of indemnity so incomplete 
as to execution that they are absolutely 
of no use as a protection to the Com- 


pany, nor do they have any legal value | 


in the event of a suit for premiums 
or recovery for loss sustained. 


The forms are prepared with great) 


care and only such questions are asked 
as have been 


found to be absolutely | 


necessary to enable the underwriter to} 


judge the proposition; and it is cer- 


tainly a reflection On the intelligence | 


of the applicant, solicitor or broker to 
present applications improperly or in- 
adequately filled in. 


Another pernicious habit is that of 


taking an application signed by the 
principal in blank. It is, therefore, ap- 
parent that we cannot be too insistent 
in frequently calling this to the atten- 


tion of the producer, and the fact that | 


any instrument is invalidated by 
filling in or alteration of anything 


the | 


above the signature of the applicant. | 


I have in mind an instance where the 
principal refused to pay the second 
annual premium on a Contract Bond, 
and gave for his reason that he had 
not obligated himself to pay it because 
the application signed by him was in 
blank; that he knew that if the ap- 
plication was filled in it would invallt- 
date the agreement, and we could not 
succeed in a suit. 

The application and agreement of 
indemnity, to be of value to the Com- 
pany, in the event of a loss or col- 


“~ 


lection of premiums, must be signed | 


by the principal himself, if an individ- | 


ual; if a firm, it should be signed by 
all member's of the firm; 
tion, it should be signed by the officers 


if a corpora- | 


duly authorized so to do, and the cor- | 


porate seal affixed. In New York and 
various other cities the acknowledge- 
ment of the execution of an instrument 
is prima facie evidence of its execution, 
and I believe it should be required at 
all times. 


* ee 6 
The Blue Sky Laws 
Bonding which have been enacted 
Under Biue in many States during 
Sky Laws the past year or two, 
offer another field for 


the bonding business. These laws are 
for the purpose of preventing the pro- 
motion of worthless concerns for the 
sole object of selling stock to the pub- 
lic. The blue sky laws require all in- 
vestment companies to file a bond guar- 


anteeing their compliance with the 
law. The bonds vary in amount ac- 
cording to the scope of the law some 
States requiring a bond for $1,000 
while one State has a very broad law 
with heavy penalties and the bond re- 
quired is for $20,000. In view of the 
nature of the business of selling se- 
curities and the penalties under the 
blue sky laws, some care is needed ir 
executing the bonds. 
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INSURANCE MATTERS 
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TELEPHONES: Randolph 6816 and 6817 








CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 
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BURTON, Bec. 
RELIABLE AND ENERGETIC AGENTS WARTED 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 
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EUGENE H. WINSLOW, 


President 
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HEAD OFFICE 


CHICAGO 
F. W. LAWSON 
General Manager 
Liability, Accident, 
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F. J. WALTERS 
Resident 
55 JOHN STREET 
New York 
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OPEN TERRITORY 





Personal Producers who have also ability to organize 
territory and build a staff of productive agents will find 


abundant opportunity and salable policies with 


Scranton Life Insurance Company 


JAS. S. McANULTY, President 
SCRANTON, PA. 











CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 


WiFE INSURANCE COMPANY 
OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 
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HOME OFFICE 
INDIANAPOLIS 





| Strictly a Casualty Company | 





LINES WRITTEN 


LIABILITY - PROPERTY DAMAGE - COLLISION 
PUBLIC - - TEAMS - - - ELEVATOR 
WORKMEN ’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 
GEN ERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 
AND INDUSTRIAL ACCIDENT AND HEALTH - .- - - BURGLARY 
PLATE GLASS 


AUTOMOBILE - 
EMPLOYERS LIABILITY - - 





SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 


Licensed in Illinois 


Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 
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CHICAGO, ILL. 


New York Chicago Minneapolis Duluth 














COMMERCIAL FIRE 


INSURANCE COMPANY 
WASHINGTON, D. C. 








Statement, December 31, 1912 


Capital Stock Paidin Full - - $430,790.00 
Surplus to Policyholders - - - 704,79.37 
Total Assets a 2 2 925,75.35 








Throughout its entire history of 23 
years the COMMERCIAL has 
maintained an enviable record for 
PROMPT AND HONORABLE 
SETTLEMENT OF CLAIMS 


Correspondence with reference to our specially 


advantageous agency contracts should be addressed 
direct to the Home Office and will receive prompt 
and courteous attention. 




















VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


— Fo R-— 


LIFE INSURANCE AGENTS 





“REBATING YOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 


Samples of any or all of the above sent upon receipt of 25c. 
postage. 


Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 
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